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EE Poster! 


Continue to make your store 
headquarters for Home 
Butchering Supplies now... 


Assure yourself increased 
profits tomorrow ! 


The magnificent poster shown here is 
now available—free—in any reasonable 
quantity for your store. It measures 
20” x 30”, and is printed in full color. 
It designates your store as ‘““Headquar- 
ters” for Home Butchering supplies. 
Never before has Home Butchering 
assumed such importance. Uncle Sam 
wants many more hogs produced, butch- 
ered and used on the farm this year. 
Use these posters . . . display whatever 
supplies or parts you have .. . talk 
home butchering all you can. 








nO WASTE THIS YEAR And remember, selling Home But- 
Get_more ond better meat with chering for Uncle Sam now is selling 
An ENTERPRISE CHOPPER q it for yourself tomorrow. Year after 
Sausage Stutfer-lord Press- y ; year, as for the last four years, this 
Gur STORE IS : campaign will be one of the hardware 

a dealer’s profitable promotions! 
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THE WOOSTER BRUSH CO. 
Brush Manufacturers Since 1851— Thru 4 Wars 


OF WARTIME 


© Brush Business? 


Many dealers and distributors 
are profiting from the tremen- 
dous market for Wooster War- 
time Brushes. For them, if any- 
thing, WPB General Preference 
Order M-51 has cleared the way 
to a greater dollar volume than 
civilian consumption ever rep- 
resented. This can be true in 
your case also. It will pay you 
to talk to industrial and other 
essential buyers about WoosTer 
WARTIME BRUSHES. 


brush users can be filled in ac- 


Orders from 


cordance with the provisions of 


the M-51 regulation. 
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“LIVE AT HOME AND LIKE IT” 


New Theme in Hardware Promotion Helps Dealers Combine 
New Lines, Sell More Products for Better Wartime Living 


Here is a new type of promo- 
tion that may help you move 
more of thosé “non-metal” 
goods you may have on your 
shelves or counter and floor dis- 
plays, so as to maintain volume 
during this time of metal 
scarcities. 


If you, like many dealers, are 
stocking attractive products for 
the home, made of non-essen- 
tial materials—— such as wall- 
paper, glassware, furniture, toys, 
games, cooking utensils,— you 
will sell them more readily if you 
tie them all into a single “sales 


package”’. 


For example, we suggest pro- 
motions with such themes as 
“Live at home and like it”— 
“Stay-at-homes save transpor- 
tation” — “Bright, cheerful 
homes to keep the home front 
strong,” and similar ideas, all 
pointing to better wartime liv- 
ing and more wartime selling. 


Products that make the home 
brighter and life more agreeable, 
and provide healthful recreation 
after work, will naturally in- 
clude some that are used for 
specific maintenance purposes as 
well. Thus, the redecorated 
attic playroom, shown in the 
picture on this page, may also 
require scratch removers, floor 
refinishers, and wallpaper sup- 
plies such as cleaners, deadening 
felt, smoothing brushes, and 
similar products (suggesting 
rental as well as sales opportuni- 
ties). 
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You may get an idea for a good window display from this YALE 


advertisement at right, appearing in the Saturday Evening Post, as 
well as from the suggested window display shown above. 





your store and stock and to sales 
opportunities in your locality, 
include: 


Archery equipment 
Baby chicks 
Badminton equipment 
Baseball goods 
Beekeepers’ supplies 
Dinette sets 
Dog supplies 
Dresser sets 
Furniture 
small tables 
juvenile 
unfinished 
Gift goods 
Glassware 
Goldfish and supplies 
Paints and specialties 
Paper goods 





Picnic sets 

Play-yard equipment 

Porch curtains and valances 
Pottery items 

Softball equipment 

Toys 

Wallpaper and supplies 


and many others 


HARDWARE STORES SELL FOOD 
IN MINNEAPOLIS AREA 

Conversion has been so whole- 
hearted in and around Minne- 
apolis that food items have been 
added from time to time in 
some stores, according to the 
regional office of the Depart- 
ment of Commerce, “until a 
considerable portion of display 





and stock space is devoted to 
grocery lines.” 


REMIND YOUR CUSTOMERS 
ABOUT “HOME” LOANS 
FOR REMODELING 


Some of your customers may 
not know or remember that they 
may obtain money and priority 
ratings under the: National 
Housing Act for (1) remodeling 
to house war workers and (2) 
homeé repairs essential to health 
and sanitation. Reminding them 
may mean a sizeable bit of busi- 
ness for you. 


Follow the Yale Wartime 
Progress Plan... regularly 
in your Hardware Papers 








A few of the “cheer-up” prod- 
ucts, which may be adaptable to | 


The name YALE helps make the sale 








Hardware Age, published every on Thar: 
. A.) $1.9 


March 8, 187 (Printed in U. 8. 


NOVEMBER 25, 1943 


by Chilton Co. (Ine.). Entered as 


per year. 





Bingle copies, 25¢ cook. vat 168, it. Ne. 











“of March 24, 1983, et the Post Office at Philadelphia under the Act of 


3 





BRINGING BUOYANCY 
TO THE “NORMANDIE” 


Refloating the 79,280-ton “Lafay- 
ette”, formerly the “Normandie”, after 
she had rested for 18 months on the 
mud of the Hudson River, called for 
outstanding engineering skill and the 
most dependable equipment. 


All of the work of patching, placing 
bulkheads and shoring, had to be 
done under water so black that the 
most powerful underwater lights 
could not penetrate it. Divers were 
obliged to work in absolute darkness, 
doing everything by touch. Broken 

glass in the mud was a constant threat, as this and the ragged 
steel edges throughout the ship threatened to sever air and 
life lines. But at last, after pumping 26,000,000 gallons of water, 
and removing 10,000 cubic yards of mud, the gigantic hull 
rose from her bed of mud. 


Sharing credit with the Office of Supervisor of Salvage of 
the U. S. Navy was the salvage division of Merritt, Chapman 
& Scott Corporation. Columbian is proud to have provided 
much of the Manila rope for life lines, hoists, slings, and scores 
of other operations necessary to get the great ship back into 
the war. 





COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City”, N. Y. 


COLUMBIANXope 
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Here’s good news! TAT Ant 
Traps are still available! They 
still contain the finest medium 
of ant control in the world— 
THALLIUM SULPHATE. 
TAT Ant Traps are packed in 
durable metal containers which 
keep the ingredients soft and 
moist. 


TAT Insect Repellent Lotion 
prevents insect bites! Repels 


mosquitoes, gnats, chiggers and 
flies! Soldiers, gardeners, campers 
and fishermen want TAT Re- 
pellent Lotion. It’s an outdoor 
essential. Does not contain oil 
of citronella or oil of pennyroyal. 
Order now! 


Repels insects—prevents insect 
Yes, we are still making genu- 


ine Thallium Sulphate TAT Ant bites. Shaker-type bottle can't 


Traps. Attractive to both sweet spill. Packed individually in 
and grease-eating ants. Packed 12 per . 
3-color display carton. colorful tinge 


air Trade Retail - - Retail - - 
ta ge ce dozen my 5c each Dealer Cost $2 52 dozen ad 5c each 
ae 27-4 :4 0) Game ;) | :) Dm @) : 4D) -) tn OF-W MO)» GU DGB: 9: Wem DY AYA ID) 1 TD) 


4 doz. TAT Ant Traps. . . Retail $12.00 3, doz. 35c bottles TAT Insect Repel- 


PREE 2 Tubes Ant Bait .. . Retail 70 lent Lotion . . . Retail $12.60 
FREE 1 Family Size bottle .. Retail 1.00 


Total Retail Value $12.70 - Week Boat U1. Sin60 
YOUR COST ONLY $8.00 YOUR COST ONLY $56 


CALL YOUR JOBBER TODAY-ORDER AS MANY ASSORTMENTS AS YOU NEED TO SUPPLY THE CERTAIN DEMAND. 


| dozen to carton. 
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hevint oe ae es ob , 77 1 Jacuzzi Injector Type Pumps 

y Eri rg ; are designed for both shallow 

; ; ne Vatate| Niel ’ and deep wells, drilled or 

driven, sizes 2” or larger, lifts 

up to 300 feet. They are used 

in agricultural irrigation, do- 

mestic water systems, and by 

many industrial plants. * A 

profusely illustrated catalog 
is available on request. 


pump 


BROTHERS INC. 


BERKELEY - CALIFORNIA 
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Cis -thnecs by the hundreds of thousands are 
loyally meeting the nation’s critical need for 
experienced craftsmen. 

The skills they bring back to the job were 
acquired when the war cry was “Remember the 
Maine!”. But the Tools they and their younger 
co-workers use, for the most part, are new. 

In thousands of shipyards and boat building 
shops, the demand for Stanley Tools is unceasing, 
and supplying these, and other primary war needs, 


is Stanley’s number one job. 

Delivering Stanley Tools in the tremendous 
quantities needed has been possible only by drastic 
revision of our production program. Stanley Tools 
for the normal needs of your “regular” customers 
will be hard to obtain until the war ends. When 





Old Hands..Old Skills 
New TOOLS 
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Photo by Office of War Information 


they are again available in abundance, new, better- 
than-ever Stanley displays and other merchandising 
aids will help you build up new records in tool sales. 
Stanley Tools, New Britain, Conn. 


TOOLS ARE VITAL TO VICTORY...SELL FOR ESSENTIAL USE ONLY 


- 





STANLEY TOOLS 


THE TOOL BOX OF THE WORLD 


1843 [ STANLEY ] 1943 


TRADE MARK 
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Time is a great proving ground for most 
products and their sales policies. For instance: 

BPS Paints and Varnishes have established 
an enviable reputation in the paint industry, 
have long been known to dealers and con- 
sumers as top-quality products. There have 
been many changes in the paint business since 


The Patterson-Sargent Co. started. Color 


trends have changed—prices have changed— 
have changed—the BPS 
quality, however, has always been of the best. 

The BPS Creed and Policy, too, have never 


selling methods 


changed in more than 50 years. We offered 


dealers right at the start, as we do today, a 


forthright partnership plan—dependable pro- 


tection and reasonable profits. 
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Food is on everyone’s mind these days. Recipes are 
on women’s minds all the time. McKee’s current 
advertising deals with point-saving, meat-saving, 7,900 ,000 
sugar-saving dishes women can cook under today’s 
conditions . . . and the oven glassware and top-of- 
range glassware in which to cook these wartime dishes. 
Make window or store displays of Glasbake and 
Rangetec . . . Glasbake is the most complete line of 
glass ovenware in the world . . . and put the spotlight 
on these items which are being featured in the ads 
right now. 
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Menge 
Glasbake Round 21% qt. Casserole 
with top used ————— 


es a pie plate hs ae 
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Glasbake Tubular Cake Pan 


2,782,000 








McKee Glass Company 
. Jeannette, Pa. BLASBAKE RANGE-TEG Established 1853 (0 oD HOUSEKEEPING 


Next to Uncle Sam . . . you come first at McKee 
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Today, with ration certificates limiting 
the quantity of ranges and heaters you 
may sell, be sure that those you do sell have won their “A” 
for merit. Today’s customers want proven merchandise, want 


proven service and durability. 





Satisfy them with Glenwoods made to the same basic high 


At home and abroad standards that for over 60 years have made Glenwoods pre- 


Glenwood products , Poke: 
- ferred among dealers who know that customer satisfaction 
serve. For nearly two ce] 

years we've been filling counts. 
war orders for the gov- ° 
Rio And remember, please, that Glenwood production for the 
ernment, contributing 


vital parts for guns, home front is limited. Most of our output still goes into 
tanks and ships to % 4 ‘ Q “ 

Sieh iain i, fighting goods for Uncle Sam. So avoid disappointment by 
Victory battle. mailing your certificates promptly. 


GLENWOOD RANGE COMPANY 


Taunton, Mass. 

















Model 37-43—Combination Model 34-43—For Coal or ‘ah: . 

Gas Range — Kitchen Heater. Wood. Durable Cast-Iron fee Pr ~ toll — Cock wee ‘ig = —— 
Hi-Low Top Burners, Hi-S Construction with Big Beown Incense! Fiaich wr Hi-Low G ST eB — 
Oven and Draw-Out Broiler. High-Speed Steel Oven. Model 121 — For Wood One Giant Size sy Laat sen 


G/ d “MAKES COOKING 
WIL AOIE, Quad HEATING EASIER” 
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The armed forces are good enough to say that 
we are really mowing °em down—in our war 
time job of making small parts for planes, 
tanks, guns— fighting units of all kinds. 

But even as our factory hums with this vital 
war production, our engineers are laying plans 
to quickly “set em up in the other alley” when 
war is done. 


In those days we know there will be many 


doors to close quietly . . . a hundred and one 


« * ¢ #¢ @ @®@ 





NORTON LASIER COMPANY, 466 West Superior Street « Chicago 
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THEN WE'LL SET EM UP IN THE OTHER ALLEY 


demands for door closers. Plans LCN is making 
today mean we will be ready then to supply 
you with products to sell . . . products geared 
to a new era whose outlines are just beginning 
to appear. 

By this preparation, LCN will contribute not 
only to the further success of your business and 
outs . . . but to the upspeeding of an American 
economy of plenty... plenty of jobs... 
plenty of opportunity in a truly free America. 








DOOR VY CLOSERS 
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Your name—your reputation is still your 
best seller and ours. 

The neighborhood still looks to the hard- 
ware dealer to help out. And the dealer 
looks to the jobber to keep him supplied 
with as much merchandise as possible. Both 
of you in turn cast a wary eye at us, the man- 
ufacturer of Warren Heavy Hand 
Tools... . Allin turn depend upon 

each other because we can’t for- 


get years of association and 


ESTABLISHED 


BEST SELLER... 


service so quickly. We all realize that 
each is doing his best under the circum- 
stances. 
Round-the-clock production on Warren 
Heavy Hand Tools still continues, as the 
demands of advancing armies increase. In 
view of the optimistic war news, we are 
tempted to comment on possibility of 
easing of deliveries but we might 
have to retract. We will wait 


until we have the facts. 


, 
fe o 
ek fies 


WARREN TOOL CORP. > WARREN, OHIO 
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IDENTOPLANES "ores oer: 

on early orders! 
AND EVERYBODY WANTS 'EM...BOYS...GIRLS...AND ADULTS TOO! 
JUST THE THING FOR FUN, PASTIME AND REAL PATRIOTIC SERVICE 


Kits in attractive color boxes, contain material for making silhouette 
type models of United States, British, Russian, German and Jap- 
anese war planes for identification purposes and the fascinating 
fun of building them. Adults as well as boys and girls want and 
can build IDENTOPLANES.. They are all ready-cut and reduced 
from Navy's official.drawings. Just a simple, fascinating job to put 
them together. 


SEE YOUR JOBBER 
OR WRITE TODAY 
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‘Don’t Forget 
OTT-0-FORMER 
Flying 
MODEL AIRPLANE 
KITS 


No. 2400. Makes 24 models (Series 1) | 59¢ Retail Thirty Popular Kits 


No. 2508. Makes 10 models (Series 2) . 25¢ Retail 15¢ to $3 00 


No. 2509. Makes 10 models (Series 3) 25¢ Retail 











WS West Superter Street 
CHICAGO 


AIRPLANE KITS 


JOE OTT 
MANUFACTURING CO. ‘t- 03; OVne?r EDUCATIONAL sua nrennnnns 
O 7. 
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‘ARS are no new experience for Mathias 
Klein & Sons. Years before the first gun 
was fired on Ft. Sumter, the little forge shop 
of Mathias Klein was laying the foundation 
for the manufacture of quality tools that is so 
much a tradition at Klein’s. 































When the Victory of Dewey at Manila 
thrilled the nation, the newly born electrical 
industry already knew that it could place re- 
liance on tools carrying the name Klein. 


Today thousands of electricians and me- 
chanics in the Army, Navy and essential in- 
dustrigs are learning that Klein tools give 
plus service under the tough conditions that 
war imposes. When the war is won, Klein 
tools will continue to represent the maxi- 
mum in service because of the hand-crafted 
conception of quality that has characterized 
Klein equipment “since 1857.” 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: international Standard Electric Corp. 
New York 





Since 1857 






& Sons 


Wee comm MILEIEN 


00 BELMONT AVEN AG 8 ILLINOIS 









of Tools will be sent to 
anyone interested, 
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One of our most powerful bc oes tracks, steel 
weapons for fighting enemy 4 ‘im cases for electri- 
aircraft is the 40 mm. auto- pate = cal control appa- 
matic, firing twice a second. ; 3 ratus, metal con- 
Parts for the tracer igniter : =) tainers for bomb 
shells used in these weap- ’ parachutes. Car- 
ons of war are precision tridge belt web- 
made at Lindemann & Hoverson. bing comes from L& H looms 
This pioneer stove manufacturer is that used to weave stove wicks. 


also supplying steel pins for tank And stove assembly is replac- 


ed by assembly of motor driven 
air compressors for U. S. Army 
Trucks. . . In thus serving Uncle 
Sam, Lindemann & Hoverson is 
achieving a new precision that 
will be apparent in improved 
L&H postwar products. In 
your plans for peace keep L&H 
in mind. It will be 

a good line to tie to. 


A.J. Lindemann & Hoverson Co. 


MILWAUKEE «+ Since 1875 + WISCONSIN 
MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
KEROGAS GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS ALCAZAR 
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For shallow wells, this 

streamlined “Bullet” 

model is compact, sim- 
ple and efficient. 


Streamlined in appearance and engineering, built to do its job efficiently and de- 
pendably, this popular F & W ejector pump is meeting the vital need for water on 


thousands of farms today. It is the standard bearer of a complete line of F & W cen- 


T i fo Py ° 
ae en trifugal water systems for shallow, medium and deep wells. 
with 4-inch or larger 


diameter well pipe. i Embodied in these pumps is the quality developed in 79 years of experience. 
During this long period we have ‘acquired a priceless asset — the good will of 
dealers and users who have learned to depend upon F & W products for thoroughly 
satisfactory performance. 

Because we value this good will, as beyond price, we are zealously maintain- 
ing the quality upon which it is based. And we are doing our very best to distribute 
our necessarily restricted production upon the most equitable basis possible, and 
under the prescribed priority regulations. 

New multi-stage 


* BUY WAR BONDS AND STAMPS x 
sommae cdbeing 
“valve for varying = FLINT & WALLING MFG. CO., INC. 


depths. 
1188 OAK ST., KENDALLVILLE, INDIANA 
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TNTIL Victory comes, large quantities of Cyclone “Red Tag” 

Screen Cloth and Hardware Cloth will continue to go to the Army 

and Navy and for other war needs. These famous products are doing an 
important job in the war effort. 

However, limited amounts of some Cyclone “Red Tag” products— 
when available after war orders have been filled—are being shipped for 
civilian needs which the government recognizes as essential. These 
approved uses include Screen Cloth for protecting civilian health by 
keeping out disease-carrying flies and mosquitos—and Hardware 
Cloth for rat-proofing grain bins, for sanitary poultry house flooring 
and other food production, protection and preservation purposes. 

There isn’t nearly enough U-S-S Cyclone “Red Tag” Hardware 
Cloth and Screen Cloth available to fill a// home-front demands. But 
there’s always a chance your jobber may be able to supply your most 
urgent requirements. So it’s a good idea to’check with him often. He’ll 
be glad to tell you just what the situation is. 


HARDWARE CLOTH SCREEN CLOTH 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois + Branches in principal cities 
United States Steel Export Company, New York 


PNite@ewe STATES STEEL 
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TOMORROW 


All of the many “Superior” Products will be avail- 
able to you when Victory is won. Profit by using 
Superior Plastic and Metal Trim, Linoleum 
Bindings, Curtain Rods and other items that 
have proven themselves so well in the past. 
Before our facilities were needed to 
produce war materials, our policy 
was to serve you promptly and 
efficiently. Tomorrow the pol- 
icy will be the same—with 
new skills, enlarged and 
improved facilities and 
broadened experi- . 
ence added to give 
you finer prod- 
ucts at greater 
value than | 
ever be- } 

fore. 


“SUPERIOR” 4 Ce Our ware- 

“¥ = houses are 
. ' | not loaded 
Curtain Rods 5 with Metal Trim 


Aluminum Mouldings purchased be- 


Seam & Edge Bindings fore the War. Some 
F : - _ items of Plastic Trim 
Plastic. Decorative Trims aie selhhe Wate 


Towel Bars 


Stainless Steel Mouldings for circular and details. 


@f Youngstown Manufacturing, Inc. to 


66-76 SOUTH PROSPECT STREET — YOUNGSTOWN, OHIO 
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“How To Do It” 
Information For 









Crescent Tool Users 
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No.16 .... PICKING THE 
PROPER TOOL FOR THE JOB 


To the uninitiated, a screwdriver is just a screwdriver, 
but to the trained mechanic, the proper screwdriver 
for the job is the only screwdriver to use. Below are 
some examples: 








pone assem 







































When inserting a screw in a deeply countersunk hole 
a or electrical work where limited clearances will not 
\. admit a wide blade, use a CRESCENT ELECTRICIAN’S AND 
FY CABINET SCREWDRIVER, available in lengths varyin 
a from 644” to 164”. Example: working in countersun 
~~ holes with short screws. 
























When working between obstructions, don’t try to use a 
long screwdriver at an angle. Use a CRESCENT SHORT 
SCREWDRIVER. It will do the job better without mar- 
ring the screw head and with less effort. Example: 
working between shelving. 
























Where extra tightening pressure must be exerted, use 
a CRESCENT SQUARE ROD SCREWDRIVER in conjunction 
with a CRESCENT WRENCH as shown above. Example: 
tightening machine screws or oversize wood screws. 







MAIL THE COUPON FOR FREE REPRINTS 


This is No. 16, in Crescent’s TOOL NOTES Series. 
These informative advertisements providing practical 
information for users of hand tools, are availab)c either 
















Select the screwdriver with the proper width of blade 







to handle the particular size of screw being used. Inset unched to fit a standard 3-ring binder or suitable for 
A shows the correct blade width which 16 approx- ulletin board and classroom use. Coupon request will 
imately the same as the screw head diameter. Inset B receive prompt attention. 





shows how the thickness of the blade should conform 
to the width of the screw head slot. 





CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 












Crescent Tool Co., Jamestown, N. Y. G-5 
Please send your “TOOL NOTES” Series 
(| for 3-ring binder 














(| for Bulletins 





Name __-_ 










Address 





City 
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LAMSON & SESSIONS 
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Your Jobber Stocks the Lamson Line 


Yes, It’s Time for a REAL Chanksgiving... 


AN year ago the American people found little comfort 
in the news from the battle fronts. 


The war was not going too well. 


Forces of the United Nations clung grimly to the defensive 
against an enemy who hammered relentlessly at our lines. 
ee: « 


Now triumphant news bulletins crowd each other in 
thrilling sequence. 


Our fighting men smash through the crumbling bulwarks 
of the Axis with irresistible power. 


Victory is in sight, and we can look up from our tasks 
confident that the human rights, the freedom and the 
civilization for which America stands will be preserved. 


Yes, It’s Time for a REAL Thanksgiving... 


Since pay 869 


[he Cleveland Chain & Miz Co. 
Cleveland, Ohio 


ASSOCIATE COMPANIES: 


DAVID ROUND & SON 

THE BRIDGEPORT CHAIN & MFG. CO 
SEATTLE CHAIN & MFG. CO. 

ROUND CAL, CHAIN CORP. LTD 
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(This advertisement is similar to 
those appearing currently in Time 
and The Saturday Evening Post) 


FOR AMERICA... 


with Jaeund 


@ More terror for Axis ships—American subma- 


rines, built by the healthiest workmen in the world. 

Wholesome food and drink keep workers fit— 
speed production. Lunch with hot soup, stew or cof- 
fee (or cold milk or fruit juices) from a “Thermos” 
brand vacuum bottle means added nourishment. 

In war plants throughout America, working men 
(and women, too) depend on “Thermos” to keep 
hot things hot and cold things cold, for a hearty, 
energizing meal-on-the-job. 


THE AMERICAN THERMOS BOTTLE CO. + NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


THERMOS 


TRADE-MARK REG. U, S. PAT, OFF. 


BRAND VACUUM BOTTLE 
The heat off the beach hit 


22 HARDWARE AGE 
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YOUR DECORATIVE GLASSWARE 
LEADER IN FIRST-OF-THE-YEAR 
STORE PROMOTIONS. 


Satintone’s pleasingly soft finish is a subtle 
sd Ctate MOL aan oLe131-) Lalo le (-+ SE oS 1 Po 1-1 -1a io Lalo) 
gold. Occasional pieces, console sets or whole 
table services provide a range of choices that 
will suit every taste and fail within most every 
price bracket 


Century Mela lerafl 
sis otal 5960 Broadway Corp. a, Hie 


pure silver inlaid display room 
glassware... the 
nationaly known er : 

Maestro line. ' , te! e ge BI alm, 


or 
iy op SES et AnD »» 
- i ; ‘ 
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WORTH REMEMBERING... 


the high-profit, high-unit-sale record of 


MILAPACO “Handy Pack Department” 


Sales-proven by leading stores as today’s “outstanding 

merchandising idea in paper”, the Milapaco “HANDY 

Milapeco PACK DEPARTMENT” is a high-volume-and-profit 
HANDY PACK producer, with little or no sales effort. Combines 
Colortul, modern display dramatic point-of-sale display, colorful “bargain” 
pec Ay Mgr any packages, popular merchandise, to quickly boost your 
MENT" promotion. Con- dime-a-package sale to higher dollar-volume of 25¢ 


tains 100 each ofasinglede- to 89¢ per unit. 
sign and size of Milapaco 
Loce Paper Place Mats Milapaco Lace Paper Place Mats and Doilies in the 


mare ae ee “HANDY PACK” are on the “curtailed” list right 
y dey Ae whl now, but more will be available later. Plan definitely 
on enjoying the benefits of this fast-turnover promotion 


a on eines it is again monger? 


BUY MORE WAR BONDS NOW ... PLAN FOR A Milapaco 
“HANDY PACK DEPARTMENT" later 


ae age MILWAUKEE LACE PAPER COMPANY 
C ) MCL, Me ialesatipes OTE as wen ea 


LACE ee a, a ee Oe ee On a ee Oe 
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There isn’t anything quite the equal of stocking 
merchandise your customers know and want. 
That is why we always say stock, display and sell 


Kampa 4-Star Plastic Houseware items. 
Currently Kampa 4-Star Plastic Toilet Floats 
are selling in tremendous quantities. They re- 
place critical metal and represent a definite im- 
provement over conventional materials. The 
4-Star Float is NOT a substitute. It is a real de- 
velopment that offers the important advantages 
of being non-corroding, long lasting and practi- 
cally non-breakable. Packaged in attractive car- 


tons as shown. 


Drain Stoppers in Eight Standard Sizes 


These beautiful, sparkling white plastic drain 
stoppers have an outstanding acceptance with 
consumers. Yes, and the profit and turnover are 


really worth investigating. 
The Kampa 4-Star line of Plastic Stoppers 


contains all standard sizes— plus—three univer- ¢ 
sal sizes, one each for bath, sink and basin 

drains. Each Kampa 4-Star Drain Stopper is 

attractively carded for modern merchandising 

methods. All sizes are illustrated. 


Plas 
30 W CA 


NEW YOR 


/ f 
lic Del UCGAAOH1 
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our Customers Know 
ampa 4-Star Plastics 


APITOL DRIVE. MILWAUKEE, W 


ADWhY 





In the 


Saturday Evening Post Ladies’ Home Journal 
The American Home Better Homes & Gardens 


Sunlite 
Wi le yproo 


IRONING PapDs 


Our facilities are now making plastic clothing for 
Uncle Sam. Some day these same facilities will be 
producing this new, triple-patented ironing pad. 
Then we will be knocking at your door for orders. 


In the meantime, we are telling the 26 million 
electric flatiron users of the 


LABOR-SAVING ADVANTAGES 
by advertising in leading consumer publications. 


THE SUNLITE MFG. COMPANY 


MILWAUKEE 5, WISCONSIN 








Jobbers and dealers do a lot of figuring these days — 
trying to make 2+2=5 and keep customers happy. 
Most manufacturers of civilian goods are in the same 
boat — facing shortages and trying desperately to supply 
more merchandise in spite of production conditions 
beyond their control. 


Sure, we'd like to set your quotas higher and supply 
Myers Water Systems faster. But, in these times, it takes 
hard figuring on the manufacturing end of business to 
make 2 + 2 = 4 (to say nothing of 5). Quantity is essential 
— but far more important to you and to us are the tradi- 
tional quality and dependability of Myers products. These 
Myers plus factors always add up to complete satisfac- 
tion after the sale — and that’s the only sound basis for 
profitable business, now or postwar. It’s simple arithmetic! 


THE F. E. MYERS & BRO. CO. 
171 Orange St., Ashland, Ohio 


assist: 


v4 
TAKE OFF KY, 


et oy, YOUR HAT TO THE a> 4 © 
PUMPS — WATER SYSTEMS | ; ERS | 


SPRAYERS — HAY 
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REFRIGERATION 
1s VITAL TODAY’ 


Mr. Robert E. Carter, Vice-President, - 
rear Company, Inc., Baltimore, Mary'a 


**F-ORTUNATELY the Coolerator 

| pees of refrigeration is all 
that is claimed for it, and more. 
Yes, Coolerator really keeps foods 
fresh. And at a cost easily within 
the reach of the most modest in- 


come. 


“The public acceptance of Cool- 
erator hasalwaysbeensurprisingly 
good with us and certainly is im- 
proving with the continuation of 
their national advertising pro- 


gram, and our store support. 


‘Customers’ attitudes toward 
merchandise reflect accurately the 


attitude of the store management 


Mr. Robert E. Carter, Vice-President, Hub Furniture Company, Inc., Baltimore, Maryland 


and of the sales organization. We 
believe in Coolerator and the vital 
need for its excellent refrigerating 
service. We support Coolerator in 


our store with a full promotional 
effort. That is why Coolerator is 
such an important and growing 
item with us.” 


“‘A new idea—a new item need impressive display” 


Coolerator 


WASHED AIR REFRIGERATOR 


THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


Alabama Appliance Co., Inc... . Birmingham 3, Ala. 
Anchor Distributing Co Pittsburgh 22, Pa. 
Appliance Distributing Co... ... . .Columbus 15, O. 
Arnold Wholesale Corp. nd 1, O. 
Ballou, Johnson & Nichols......Providence 2, R. I. 
W. Bergman Co., Inc . N.Y. 
Broome Distributing Co.....Binghamton 25, N. Y. 
Broome Distributing Co......... Syracuse 1, N. Y. 
Buhl Sons Company Detroit 31, Mich. 
Cain & Bultman, Inc. Jacksonville 1, Fla. 
Ebner Ice & Cold Stg. Co.......... Vincennes, Ind. 
Electrical Equipment Co. 
Farrar-Brown Co 

Flint Distributing Co. 
Griffith Distributing Corp. 
Griffith Distributing Corp Indianapolis 4, Ind. 
Holcomb Gunn, Inc. Little Rock, Ark. 
Hanover Ice & Coal Co., Inc.......Lebanon, N. H. 
Otis Hidden Company Louisville 2, Ky. 
Huntington Whol. Furn. Co....Huntington, W. Va. 
Interstate Electric Co........... Shreveport A, La. 
Jenkins Music Company... ....Kansas City 6, Mo. 
Jenkins Music Company . .. Oklahoma City 2, Okla. 


Salt Lake City 11, Utah 
Cincinnati 6, O. 
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Jenkins Music Company..........St. Louis 1, Mo. 
Wichita 2, Kans. 
Kemp Equipment Co...........Rochester 8, N. Y. 
Baltimore 2, Md. 
Listenwalter & Gough, Inc.....Los Angeles 54, Cal. 
Toledo 2, O. 
Billings, Mont. 
Duluth 8, Minn. 


Jenkins Music Company 
Lincoln Sales Corp 


V. J. McGranahan Distr. Co. 
Marshall-Wells Company 
Marshall-Wells Company 
Marshall- Wells Company 
Marshall- Wells Company 
Marshall- Wells Company 
Oscar Mayer & Company 
Mississippi Valley Furn. Co....Memphis 2, Tenn. 
Motorola Distributors, Inc. ...... Boston 15, Mass. 
Northeastern Distributors, Inc....Boston 15, Mass. 
**G. W. Onthank Company....Des Moines 9, Iowa 


Nashville 3, Tenn. 


Spokane 2, Wash. 


.Milwaukee 4, Wisc. 
Chicago 16, Ill. 
Denver 2, Colo. 
Dallas 2, Texas 


Roth Appliance Distrs., Inc. . 
Sampson Electric Co. 


Schoelikopf Company, The 


Seattle 14, Wash. 


Seaboard Ice Company........Asbury Park, N. J. 
Southern Furniture Sales Co... . .. Knoxville, Tenn. 
Southern Furniture Sales Co... .Chattanooga, Tenn. 
Southern Radio Corporation Charlotte 1, N. C. 
Southern Wholesalers, Inc... .. Washington 5, D. C. 
Stern & Co. (Stern Bldg.).......Hartford 1, Conn. 
Stratton-Warren Hdw. Co.......Memphis 2, Tenn. 
Straus-Frank Company Houston 1, Texas 
Straus-Frank Company ......San Antonio 6, Texas 
Thompson & Holmes, Ltd... .San Francisco 3, Cal. 
Times Appliance Company. ...New York 10, N. Y. 
R. B. Wall Company Wilkes-Barre, Pa. 
Walther Bros. Co. Montgomery 2, Ala. 
Walther Bros. Co. New Orleans 13, La. 
J. A. White Dist. Co Grand Rapids 2, Mich. 
Wisconsin Ice & Coal Co.......Milwaukee 2, Wisc. 
Wyatt-Cornick, Inc Richmond 16, Va. 
The Yancey Co., Inc. Atlanta 3, Ga. 
Zork Hardware Company El Paso, Texas 
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Yes, on all battlefields, on farms, on railroads, in mines, on 
highways and in industrial plants, “Ames” products are 


again making history ... Americans in uniform and in 
COLT 


PONY 


RAM 
overalls are using these tools to bring about a speedy and . 
complete victory .. . Everywhere “Ames” Brand names are as cA wd sie 
HUSKY familiar as the names of home towns! Today, as in 1774, BRONCO 


oO. AMES when Americans require shovels, they insist on “Ames”. KNOXALL 


OPTIMUS RED EDGE 


PEERLESS , PINNACLE 
FAVORITE THREE STAR 
TWO STAR MONONGAH 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
Shovels . . Spades . . Scoops ... Forks . . Hees . . Rakes 


HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arme’ 
CASTERS 


A fast-selling item and a 

real profit-maker. “ACME” 

Casters sell themselves. All 

BALL BEARING you have to do is roll an 

ae i “Acme” on the counter and 

the sale is made. The ex- 

clusive ball bearing feature 

makes “Acme” the out- 

; standing caster of the trade. 
The manufacture of “Aeme’’ Casters will 
THE SCHATZ MANUFACTURING CO BR ay AS -F - H 
U.S.A customers with high erierity ratiogs. 


\ 


\4 


BALL CONTACT 
WITH FLOOR 


(eam 


Jetroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave 


Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd 
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FEATURE THE BIG *1:2° CAN of 


CHIMNEY 


SWEEP | 
Soot Destroyer % Petey 


HIMNEYS fuRWaces AND FLUES 3 


sat 


Overwhelming response to 
national radio campaign 
sets new “high” in Profits! 


PUBLIC EAGER FOR PRODUCT THAT 
SAVES FUEL ...SAVES HEAT.... 


MR. DEALER—CHIMNEY SWEEP’S spectacular success is not news to you. There is scarcely a 
hardware merchant in America who is not enjoying record-breaking business since CHIMNEY 
SWEEP took to the air waves. We DO want to hammer home three points: 

1. It's just as easy to sell the BIG 3-ib. Economical Size for $1.00, The BIGGER 
can means BIGGER PROFITS! 

2. Our colorful displays are your STAR SILENT SALESMEN. Display——DISPLAY—dand 
display some more . . . wherever you have a few spare inches of counter 
and window space. 

3. Get your re-order in without delay. Your stock on hand isn’t a tenth of what 
you will need. Call your Jobber NOW! 


SPECIAL “DEAL” 


No. 1896 KEY DEALER ASSORTMENT . .. . This popular combination includes-everything you need to 

do a “bang-up” job on CHIMNEY SWEEP. Here is what you get in two specially packaged cartons:— 

f 2 doz. Trial size 12 oz. cans— 
° 


Retail value ° OPEN STOCK 


LIST PRICE (For Best Discount Order in Case Lots) 








2. 1 doz. 48 oz. cans—Retail value 


Size Per Case wt, | Per Doz.| price 


Total Retail value 


3 YOUR PRICE ONLY 48 0z.—Standard 1 doz. | 43 Ibs. $12.00 $1.00 Ea. 
e 
$ -1° 12 oz.—Trial 2 doz. | 26 Ibs. 3.48 29 Ea, 
WITH THIS r 


DEAL . .. A striking Window Display, a 6 Ibs.—Economy | ¥, doz.|45 Ibs. 1.89 Ea. 
colorful Counter Display Card ond Hand 
Circulars or Mailing Enclosures. 


G. N. COUGHLAN CO. manuracrurers » west ORANGE, N. J. 
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VA TEX-KNIT 
IRONING BOARD PADS 
and COVERS 


prea 


——— 












HERE’S WHY YOU CAN'T GET TEX-KNIT 
IN THE QUANTITIES YOU NEED 


Our waffle-knitted padding has gone - 





to war . . . To military hospitals for 

ironing sheets smooth and comfortable 

. . » to camp and ship laundries for =a 

helping keep our boys well-dressed . . . 

and to many other essential war-time purposes. 
What remains . . . is going toward filling 

the growing consumer demand for a better pad to 


lighten the burden of home laundering. Because 
Tex-Knit products are 


ee aS aS Sa Se SS A, 


available in a limited sup- 
ply, we suggest you get 
in touch with your jobber, 
distributor, or write direct. 


ie ie de date af Deeb eo Oe ee oe oe oan 





—— = a oo oe oe 






From Cotton Bale to Pads 
+++ Textile Mills is the only 
company that looms the 
sroning board pads it sells. 





aa L8-50 ROOSEVELT ROAD 
> 820 S. tRipp AVENUE. CHICAGO 









HARDWARE AGE 





SELL “PENNVERNON”. 
_. . NOT JUST “WINDOW GLASS” 


@ In window glass, as in everything else, there is no substitute for high 
quality. That’s why Pennvernon Window Glass has been such a good 
seller for dealers and such a favorite with users. It is clear. It affords good 
vision. It has a bright, reflective surface finish on both sides of the sheet. 
It can always be depended upon to help create attractive windows. 


Pittsburgh Plate Glass Company, Grant Building, Pittsburgh, Penna. 





ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


"‘PurTsBURGH stench fot Zuality Glass and tie 
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A VITAL MESSAGE TO You! 


STERNO in JARS has been merchandized 
with phenomenal success for some months. 
All that is necessary for the consumer to use 
STERNO in JARS is to have an empty 
STERNO can for refilling. 


While most every user has such empty 
STERNO can, in some instances this may not 
be so. 


We, therefore, want your cooperation to 
make it possible for every one to obtain such 
empty can. 


You can do this by suggesting that they can 
obtain one free by writing us direct. 


RETAIL PRICE—Jar 49¢ tm wen ex 
ae tan jon yaw $4.30 Far West $5.40 


STERNO CORPORATION 


9 East 37th Street New York, N. Y. 


Caution 
DON ° A BURN 
Sternoin 


his glass jar 

Contents this jar 
same as 

a AYA ta alel | Edel at 


- 4 2 “ > a 
L \ a % 
3, as 


PsAA\\\ 


+4 ¥ 


SOLIDIFIED ALCOHOL 
For Refilling Purposes Only 
DO NOT BURN IN JAR 


Read Direction Label Carefully: 
Contents '3%on No, 4013 Printed in U.S-4 


I MF 
Moyes 


et 


STERNO CornpoRaTiION, NEW YORK 











All sizes from one inch to six 
inches available for immediate 


delivery from stock. 
Central Certi Accuree 


si seins as Write 
THE CENTRAL TOOL CO. 


MICROMETERS OF CERTIFIED ACCURACY 
AUBURN--+ RHODE ISLAND 


FOR MORE THAN A | © 
QUARTER CENTURY [| ~ 
SPECIALISTS 
IN FINE 
MICROMETERS 
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HELP HIM SELECT 
THE RIGHT FILE FOR HIS JOB. 


Files are of many different sizes, shapes, cuts and types. Yet for every 
file there is a particular cutting, shaping or finishing operation which 
it can do better than any other file. When your customer asks for just 
a file, one or two simple questions may quickly disclose the right file 
that will meet his needs best. 


— 


: Don’t usea RIGHT: Fine work re- WRONG: Don’t use a RIGHT: Coarse work 
coarse file on fine quires a fine file. fine file on coarse, should be handled 
work. heavy work. with a coarse file. 


NUCUT Machinists’ Files, for example, are generally employed as 
follows: 





TYPICAL APPLICATIONS OF NUCUT MACHINISTS’ FILES 





Filing Job Shape to Use 








Filing flat surfaces, and all general- Flat, Hand 
purpose work. 
Keyways, slots, similar work. Pillar, Square 


Narrow work requiring thin file. Warding 
Work requiring acute angles. Knife 








Convex or concave surfaces. Half-Round, Round 


Enlarging round holes. Round 





‘““MORE CUTS WITH NUCUTS”’ 


HELLER 


NUCUT 


WAVY TEETH FILES 
eee Catt. No. 2027039 
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¥%& Here’s how you—yes, YOU—can carry out a 
smashing “pincer movement” against the Axis. Swing 
in on one flank with increased production of war goods! 
Drive in on the other with redoubled purchases of 


War Bonds through your Pay-Roll Savings Plan! 


You're an officer in both of these drives. Your per- 
sonal leadership is equally vital to both. But have you 
followed the progress of your Pay-Roll Savings Plan 
as closely as you have your production? 


Do you know about the new Treasury Department 
quotas for the current Pay-Roll Allotment Drive? 
Quotas running about 50% above the former figures? You 
see, these new quotas are based on the fact that the 
armed forces need more money than ever to win the 
war, while the average worker has more money than 
ever before to spend. Particularly so, on a family in- 
come basis—since in so many families several members 
are working, now. 


Remember, the bond charts of today are the sales 
curves of tomorrow! Not only will these War Bonds 
implement our victory —they’ll guard against inflation, 
and they'll furnish billions of dollars of purchasing 
power to help American business re-establish itself in 
the markets of peace. 





So get this new family income plan working at once. 
Your local War Finance Committee will give you all 
the details of the new plan. Act today! 


This advertisement prepared under the auspices of the War 
Advertising Council and the U. S, Treasury Department. 


LET’S KEEP ON Backing the Attack! 


meso ae 
4 Pes 
ba ar ohne . — BRK soa 
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SALES : 
ws MENASHA WOODEN PAILS 


4 From Coast to Coast deal- 
ers are getting extra sales 
and profits with these two 
easy-to-sell items. They're in 
big demand right now as 
suitable replacements for 
hard-to-get metal containers 
which will not be available 
again in quantity until after 
the war. No priorities 
needed. ORDER TODAY 

_ os from your Jobber or write us 
No. 132 for literature and prices. No. 114—14 Quart 


8 Gallons. UTILITY WATER PAIL 
PAIL & GARBAGE CAN 


JOBBERS: 45 to 60 DAY SHIPMENT HAROLD P. SAMMANN CO. 


1737 W. HOWARD ST. 
NOW GUARANTEED. CHICAGO 26, ILL. 























Display these Fast Selling cEL Se 


INDING 
BERE ~ Year ‘Round Profits! 


a 7 


Your customers can’t buy finer Grinding 
Wheels anywhere! Choice of two abrasives 
—Berox (aluminum oxide) and Beron (sili- 2 
con carbide). Fine, medium or coarse oe ie 
Ideal for factories, farms, schools and — 
workshops. Display these fast-selling BEREA 


Grinding Wheels for year ‘round profits! 


BEREA ABRASIVE A ihe Riad 


play takes approximately half a square foot 


Division of The Cleveland Quarries Co. - Cleveland, Ohio of counter space. Either way you arrange 
this ‘‘silent salesman,’’ it helps you sell. 
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... and this is his bible »> 


What are the most common types 
of general-purpose files? 

What are the four principal kinds of 
file teeth? 

How are the four general degrees of 
file coarseness designated? 

Which of the four is the “bastard 
cut,” and why is it so called? 

What constitutes the cataloged 
“length” of a file? 

What is a Slim Taper file? 

What kind of files should be used for 
sharpening handsaws; crosscuts; 
bucksaws; edged tools; gardening 
implements? 

What kinds of files would you recom- 
mend to a farmer; home-owner; 
local repair shop? 

What in general is the proper way 
to use a file? 

What are some of the abuses that 
spoil a file and shorten its service- 
able life? 

What care should be given a file? 


Tuese are just a few of the ques- 
tions that come up in the retailing 
of files—and of the hundreds that 
are answered in the latest edition 
of the Nicholson book, ‘‘File 
Filosophy.” 

With manpower shortage acute, 
it is natural for many of today’s 
store employees to lack the thor- 
ough familiarity with hardware mer- 
chandise that comes from long 
experience and marks the more 
finished floor salesman. 

Through ‘‘File 
Filosophy,”’ Nichol- 
son will be glad to 
aid in the schooling 
of any members of 
your sales staff who 


Name— 





NICHOLSON FILES s%% 


FOR EVERY PURPOSE 





Address 


MADE IN U.S.A. 





fF Beta ase ee aes 


NICHOLSON FILE COMPANY 
25 Acorn St., Providence 1, R. 1., U. S. A. 
(In Canada—Port Hope, Ont.) 


Please send____ 


are still learning and who look upon 
selling as a service to the customer 
as well as a means of remuneration. 


“FILE FILOSOPHY” IS FREE 
It is the most complete and authoritative 
book of its kind. Its 48 pages are chock- 
full of interesting illustrations and infor- 
mation about files—from the history and 
manufacture of files 

to the kinds, uses and 

care of files. How 

many copies shall 

we send you? 


S, 


copies of “File Filosophy.” 
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Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over! per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 

8 .035 350 300 50 20 
25 042 425 375 50 25 
30 .028 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 57 
60 .062 925 900 was 74 
65 .072 1200 1275 re 96 





























|_American Sash Chain— 






































* The fuel shortage encourages home owners to 
repair their sash and doors—to stop heat loss and 
control ventilation. That explains the present de- 
mand for sash chain. 

Fortunately, American Chain wholesalers are now 
able to fill moderate orders for American Sash Chain 
and Sash Chain Fixtures. Please forward highest 
priority ratings obtainable with your order. 


American Sash Chain is distinguished by the uni- 
formity of its blanks which makes this chain run 
smoothly and quietly. It is strong, good chain, fin- 
ished bright, coppered, electro-galvanized (S.R.P.), 
hot-galvanized, Hercules and Acco. 

And don’t forget to order American Sash Chain 
fixtures. Correctly engineered and correctly made. 








AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 








ESSENTIAL PRODUCTS . .. TRU-LAY Aircraft, Automotive, ond Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
: TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, | 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Basic Factors for Hardware Distributors to Consider 
When Planning for the Post-War Market 


; nn the war is by no 


means won, an ultimate victory seems assured, 
providing the armed forces continue to get the 
proper production and home-front support— 
and they will, if Government stops playing poli- 
tics with labor organizations and considers it- 
self truly the servant of all citizens and tax-pay- 
ers—including management. 

Wholesale and retail hardware distributors 
are face to face with a double-barreled business 
problem and opportunity. They must serve as 
best they can to help win the war and, at the 
same time, stay in business. This is their first 
and major consideration. The other side of 
the problem is equally important, not only to 
them but also to the nation’s future economy. 
They must plan NOW for the post-war market. 
They must be prepared to render the service 
that is their obligation and in doing so are en- 
titled to benefit and will benefit accordingly. 

In the main, hardware distributors have come 
thus far with flying colors, despite the scarcities 
and difficulties imposed by war. It seems fair 
to predict that, with very few exceptions, those 
distributors (both wholesale and retail) who 
are still in business can survive the full dura- 
tion and be “on deck” for the post-war period. 

Neither resolutions nor legislation has en- 
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abled hardware firms to stay in business—nor 
will either of these be factors in helping them 
realize the full fruits of victory in the post-war 
merchandising battle. 

Resourcefulness, flexibility, good manage- 
ment, utilizing to the fullest extent the available 
talents, services and goods—plus the very es- 
sential nature of the hardware business—have 
given sustenance to the hardware business which 
continues substantially in every community. 
These same factors will govern the degree of 
success that the hardware business will enjoy 
when the war is over. 

Currently, competitive problems are not as 
acute, nor as much in the minds of hardware 
men as they are in normal times. There is 
comparatively little price cutting and most dis- 
tributors can, broadly speaking, sell whatever 
goods they are able to obtain. The competition 
is more in getting the goods than in methods or 
programs for selling them. When the war is 
over that will not be the picture. 

When peace comes in the military sense, the 
war will start in the commercial field. Mer- 
chandising competition will be keener than ever 
before with new and formidable factors in the 
arena—able, ready and anxious to participate 
in the struggle for a full share of the consumers’ 
business. 

There are two fundamental points in the 
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philosophies of your new and old competitors 
and their planning for business after the war. 
First, they want to take full advantage of the 
inevitable, immediate post-war boom, and in 
doing so prepare themselves for the long haul. 
Second, they want to be sufficiently intrenched 
in public favor to withstand the probable reces- 
sion period which may come with the adjust- 
ments in our economy and lives when the full 
bloom of the post-war prosperity has settled 
down to some new normal condition—a status 
which defies accurate appraisal at this time. 

Your old competitors are, of course, the mail 
order houses depending largely on the branch 
stores, the various established chain organiza- 
tions, other retailers dipping into hardware 
store lines and the department stores. Your 
new and, in some respects, more serious com- 
petitors are the retail chains of several large 
rubber manufacturers, with their super-stations 
and their neighborhood stores, plus the con- 
sumer cooperatives whose growth in recent 
years has been alarming. 

All of these competitors, old and new, includ- 
ing most of the department stores, have one 
fundamental practice in common. They dele- 


gate and assign the buying and selling func- 
tions to their proper and economic units. Their 
retail stores, all of them, are the selling units. 
Their buying is almost entirely pursued at cen- 


tral or district headquarters so that store man- 
agers can concentrate their efforts, their talents 
and their energies on making sales to consum- 
ers—the only place where an ultimate profit 
can be realized in the retail business. 

The parallel competitive practice for an inde- 
pendent retail hardware merchant is to select 
some competent wholesaler as a source of sup- 
ply and by virtue of substantial purchases de- 
mand competitive prices, merchandising helps, , 
display and store arrangement advice, new 
goods, advertising assistance and the other 
headquarters’ aids that his competitors enjoy. 
Then he too has the time 
and opportunity to com- 
pete, completely, in the 
selling of goods to con- 
sumers for that is his 
actual competition. 


The second article of the Hard- 
ware Age Post-War Forum ap- 
pears on page 42 of this issue 
and discusses the subject of 
post-war planning for the man- 
ufacturer. 
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Hardware Age 
Post-War Forum 


“They shall beat their swords inte plough- try. 
shares, and their spears into pruning hooks” 


Chain store managers do not buy in the 
true sense of the word—they sell. If your first 
choice of a wholesaler doesn’t prove satisfac- 
tory, or if he cannot give you the support you 
need—get another one, but if you are whole- 
heartedly going after the retail business in a 
competitive way—line up with the wholesaler 
who can and will give you what you need and 
play fair with him. He has to have some of the 
cream as well as the skim milk if he is going 
to service you in the same way that chain head- 
quarters service their own stores. 

Less than 5 per cent of all the hardware 
dealers in this country can or will do these 
things for themselves. and that small group can 
unquestionably continue to be largely self-suffi- 
cient but the rest cannot. 

The proper cohesive program between whole- 
salers and retailers will give the hardware dis- 
tributing trade a strong place in the post-war 
competitive situation. It will enable retail 
hardware dealers to compete with the various 
forms of “controlled outlets” and on the same 
basis—if wholesalers perform the buying func- 
tion and provide the related required services 
mentioned so that retailers can truly concen- 
trate on the selling end of the job. Such a pro- 
gram can be developed through a mutual for- 
mal contract, a strictly voluntary acceptance 
and observance of the principles involved, or 
through a franchise set-up. All this can be ac- 
complished through the existing wholesaler- 
retailer machinery, although there also may 
develop more instances of jobber-owned retail 
stores or dealer-owned wholesale units. 

The traditional practice of every wholesaler 
trying to sell something to every retailer he can 
reach, and of every retailer trying to buy some- 
thing from every wholesaler he knows is uneco- 
nomic and costs the consumer too much—more 
than he will be willing to pay in the “post-war 
and after” period when goods are not scarce. 

These are some of the fundamental fac- 
tors for wholesale and re- 
tail hardware distributors 
to think about when they 
plan for their places in 
the post-war world of 
merchandising. 


The pages of Hardware Age 
will be open for your ideas on 
“Post-War Thinking and Plan- 
ning for the Hardware Indus- 
’ At the lett is the identify- 
ing symbol of the Forum. 
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Post-War Planning for |Ht 


Hardware Age 
Post-War Forum 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


P, - WAR planning 


is important for a variety of rea- 
sons: 


When the war is over between 
five and ten million young men 
will be discharged from the serv- 
ices. Primarily, it is private busi- 
ness which must find jobs for 
them. 

The avoidance of a serious de- 
pression after the war depends 
upon the energy that private enter- 
prise is willing to exert to expand 
our economy. Continuing pros- 
perity demands continuing expan- 
sion. 

Production techniques have 
been so improved, by reason of 
continuous pressure for more and 
more goods, that our production 
capacity is now greater than our 
ability to distribute and consume. 
Hence, after the war vast changes 
must be made in distribution to 
keep pace with war-expanded pro- 
duction. 

Technological advances have 
been very great and will result in 
many new products as well as 
great changes in the ordinary 
things we have always known. 


Post-war planning actually means the finding 
of common sense solutions for the problems of 
a business, and this planning is stimulated by 
motives much more compelling than those which 


existed before the war. 


Private enterprise is 


in grave danger of Government regimentation 

for many years unless private business takes 

the responsibility of eliminating the danger of 
post-war unemployment and depression. 


Keeping step with these changes 
is a vast job by itself.. The posi- 
tion of many manufacturers will 
be like that of a man who tries to 
walk a tightrope. Unless he de- 
velops the necessary skill he is 
going to fall off. 

As a result of expanded produc- 
tion facilities, many manufacturers 
will make new products which will 
come in conflict with established 
manufacturers. Some of this com- 
petition will have a fresh ap- 
proach, perhaps fresh techniques, 
which may prove competitively 
disastrous to old manufacturers 
with policies and convictions set- 
tled in the past, and based solely 
on “past performances” of pre- 
war vintage. 

Perhaps most important, our 
present form of private enterprise 
itself is in danger of Government 
regimentation for many years 
ahead unless private business can 
dispel the specters of post-war un- 
employment and depression. No 
manufacturer can escape the im- 
pact of these conditions. Being in 
business today, and staying in 
business in the post-war era, 
carries both privileges and obliga- 
tions. 

Post-war planning itself is noth- 
ing more than looking at the prob- 
lems of a business and finding 


common sense solutions for them. 
The only difference between plan- 
ning now and before the war is 
that present motives are more im- 
pelling. What constitutes such 
planning? 


Getting Started 


Uncertainty, with relation to 
the probable duration of the war, 
is holding back a lot of accom- 
plishment. Some companies have 
taken an average of opinion 
within their organizations as to 
when the war would he over, and 
the date arrived at represents the 
deadline when plans must be com- 
pleted. The setting of such a time 
limit is the first step past the con- 
versational stage of post-war plan- 
ning. 


Establishing a Post-War Goal 


What volume of business could 
any given company attain if manu- 
facturing and distribution were 
carried out perfectly? 

One of the most informative 
things that can be done is the 
computation of potential post-war 
business under ideal conditions. 
A standard commercial atlas or 
guide to buying power will pro- 
vide easy and interesting methods. 

The United States Department 
of Commerce indicates that at 
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B. E. BOSTWICK 


1940 prices there should be an 
average post-war output with full 
employment approximately 60 per 
cent above 1938, 1939, and 1940 
averages. 

Studies by the Committee for 
Economic Development indicate 
that to achieve full post-war em- 
ployment an expansion of 35 to 50 
per cent by private business will 
be necessary. 

It would not be unreasonable 
to add to the figures developed by 
the first method the percentages 
suggested by the Department of 

ommerce or the Committee for 
Economic Development. 


Developments Resulting 
From the War 


There have been tremendous 
advances in metallurgy, chemistry, 
and electronics, many of which 
will impinge in one way or another 
upon most manufacturers. There 
are light-weight metals which can 
be used with advantage to replace 
steel. There are plastics which 
can replace both metal and wood. 
There are trends in functional de- 
signing which will make some of 
our pre-war models look obsolete. 


or Hardware Manufacturers 


By B. E. BOSTWICK 
Sales Manager, 
J. Wiss Sons Co., 
Newark, N. J. 


An open mind and a completely 
fresh viewpoint are requisites to 
future planning. 


The Post-War Line 


The establishment of potentials, 
plus a study of scientific advances, 
naturally lead to a consideration 
of the kind of line and assortment 
that will be presented after the 
war. 

A lot of information can be 
gathered by getting some of the 
salesmen together and asking 
them to give their imagination 
free rein on the subject of a per- 
fect line. Every salesman has a 
pet idea, or perhaps a whole hat- 
full of them, which, in his opin- 
ion, would be just right. The es- 
tablishment of a pattern to be fol- 
lowed in arriving at an ultimate 
goal is very practical and salutary, 
and there has never been a better 
time during which to set it up. 


Relationship of Costs 
and Prices 


All of the foregoing considera- 
tions have an intimate relation to 
cost and prices. New designs may 
increase the sales appeal, or use- 
fulness of a product, or may result 
in lowered costs which can be 
passed along to the consumer. In 
either case, a greatly expanded 
market might result. Relation- 
ship between size of market and 
cost is a very delicate one. If in 
the course of normal manufacture 
an article costs $2.00, the result- 
ing retail price will often define 
the limit of salability. If the same 
item could be produced for $1.00 
the market might expand several 


times. In a general way, it is an 
ideal condition if over a period of 
time “manufacturing know-how” 
and selling technique can reduce 
the costs of production and dis- 
tribution continually so that any 
given product is made available to 
a larger share of the total market. 


Post-War Distributions 


Distribution might be called the 
discriminating saturation of 
a market. Every element involved 
in carrying on a business contrib- 
utes to, or detracts from it. There- 
fore the approach should be basic 
including product study along 
with customer study. Only on the 
basis of these findings can con- 
sideration be given to the demands 
of distribution. 

These inquiries may prove 
illuminating: 

a—Ascertain number of cus- 
tomers, classes of trade, percent- 
age distribution of purchases 
among customers and classifica- 
tions. . 

b—Ascertain minimum volume 
of business necessary to service in- 
dividual accounts profitably. 

c—Study line to eljminate slow 
items with limited appeal to one 
class of trade only. 

d—Study customers’ needs with 
relation to product costs and dis- 
plays available. 

e—Investigate idea of setting up 
quotas for every trading area for 
every product classification. 

f—Study relative advantages 
and disadvantages of various 
combinations or emphasis of dis- 
tribution through the following 
established channels— 
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Join the Hardware Age Post-War Forum! 


The Hardware Age Post-War Forum, devoted to an exchange 
of ideas on the subject of post-war planning for all branches 
of the hardware business, opened in the November llth issue. 
The first article discussed the subject from the standpoint of 
the hardware dealer. The article in the current issue looks 
upon it through the eyes of the manufacturer. Other articles 
will follow which will contribute fresh and outstanding opinions 
of this vital subject from a variety of angles. 


Once the war has been won—and there is no doubt but 
that it will be won—the future will have become the present 
and it will be late, if not too late, to make plans for the pre- 
servation of our civilian economy. The time to plan is now! 


With this thought in mind, Hardware Age invites you to take 
an active part in this Post-War Forum and contribute your 








ideas on the subject of post-war planning. 





Selling direct to consumer; 
Selling direct to dealers; 
Selling through wholesalers ; 
Chain store distribution; 

Mail order distribution; 

Distribution thr o u gh dealer- 
cooperatives ; 

Distribution through consumer 
cooperatives. 

Every manufacturer has an in- 
dividual approach to advertising. 
There are probably fewer rules 
that can be followed in connec- 
tion with advertising than any 
other important factor in doing 


Christmas Doll Stock 
Well Displayed 


Or war or peace, little girls 
will still go into ecstasies over 
dolls. This widespread love of their 
dolls is one reason why a doll de- 
partment in a hardware store, espe- 
cially at Christmas, is popular. 


Last year the Bohn Hardware Co., 
Woodstock, Ill, kept its doll stock 
in a special alcove display in its 
basement toy department, and placed 
the dolls upright on special shelving. 
This added much to the appearance 
of the department, and it also pre- 
vented too much handling by cus- 
tomers. The customer who wanted to 
look at a doll placed upright asked 
the clerk to get one down for her. 

This special doll area, too, was 
well lighted and this helped to at- 
tract the attention of little girls and 
their parents. 


business. One rule is more im- 
portant than most others, seems 
least known. That is, advertising 
to be effective must be merchan- 
dised. This means: 

a—Let customers 
about campaign well ahead of the 
time it breaks. 

b—See that distributors 
the products to be advertised. 

c—See that distributors display 
these products at the moment of 
advertising impact. 

d—Carry out coordinated local 
advertising with national advertis- 


have 


know all 





ing in the form of circulars, win- 
dow or counter displays. 

Many an undeserved criticism 
has been levelled at advertising 
which has been ineffective only 
because unsupported. The appear- 
ance of an advertisement in news- 
papers or magazines is but a step, 
although the most dramatic one, 
in the complete advertising pro- 
gram. The experience of the auto- 
mobile manufacturers in pre-sell- 
ing by advertising is important 
and interesting. Here to a far 
greater degree than is possible 
with most manufacturers all ele- 
ments from manufacture to final 
sale are completely controlled and 
thus susceptible to maximum re- 
sults. 

Automobile manufacturers 
claim that advertising pre-sells 80 
per cent of their total output. 


Events for December 


OLIDAY promotions absorb 

most of the thoughts and acts 

of the sales-minded dealer during 

December. However, interesting pro- 

motion themes can be built «around 

other events scheduled in this month. 
December 22—Winter Begins 
December 25—Christmas Day 


December 31—New Year’s Eve 


Customers can see how the dolls look when they visit this display. 
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All types of metal utensils and 
equipment are soldered and re- 
paired. A well arranged and com- 
pletely equipped workshop makes 
it possible for the company to 
give prompt service on all work. 


» 


a 45 eee 


Repairing washing machines 
represents a major part of 
the work handled in the re- 
pair department. These es- 
sential household units are 
put in first class shape in 
a very short period of time. 


Repair Shop Furnishes First Aid 
To Farmers in Verona, Wis., Area 


A RT Zurbuchen and 


E. A. Sharer, owners of the Ver- 
ona Hardware Co. Verona, Wis., 
have made a name for themselves 
in their community with their re- 
pair shop. Farmers know that 
these two partners can repair any- 
thing and when they have any- 
thing to repair they invariably 
bring it to these men. 

“Our repair business has in- 
creased greatly since the war,” 
says Mr. Zurbuchen. “Farm and 
town folks bring many articles to 
us these days to have them re- 
paired. Most of these items are 
utensils and equipment that are 
not available at the present time.” 

Some of the items repaired are 
milk cans, milk pails, and various 


NOVEMBER 25, 1943 


Verona Hardware Co. is filling 
a community need by repairing 
farm equipment in its section 


other articles used in the produc- 
tion of milk. Washing machines 
are another item of merchandise 
the repairing of which is a spe- 
cialty with these men. Soldering 
of all types of metal utensils is 
done in the shop. The firm is also 
called upon to repair guns, fishing 
reels and even farm dinner bells. 
Kerosene and gasoline stoves also 
are articles that the company is 
able to repair and recondition. 
There’s hardly an item that 
farm or city folk could bring in 
that this firm will not attempt to 


repair. The company also handles 
farm implements and there is con- 
siderable service and repair work 
to be done on them. 
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Tables are used back 
to back in the center 
of the store. Step-up 
units are practically 
standard supplementary 
equipment upon tables 
featuring small items. 
Both steel goods and 
paints are located at 
the rear of the store. 


A MODERN store 


has helped Puhl’s Hardware, Mau- 
mee, Ohio, win new customers and 
secure new business during the 
past three years that it has been 
in its new location. New fixtures 
were purchased when the store 
was moved and this equipment has 
made it possible to display more 
merchandise and to develop more 
interesting and attractive displays. 

The store is approximately 20 
ft. wide and 60 ft. long. Open 
case fixtures, panel door units, 
and open shelving sections are 
used along the sidewalls. Display 
tables are used in the center floor 
space and they are arranged in 
batteries of four, placed back to 
back. 

Customers like the atmosphere 
of the store. Walls and ceiling 
are light in color and the display 
fixtures are finished in ivory with 
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a tan trim. The store is equipped 
with semi-direct lighting fixtures 
which supply ample illumination 
at all times. Lighting units are 
also used to secure additional 
illumination ins open sidewall 


Housewares, and other lines of 
merchandise appealing to women 
customers, are displayed along the 
left sidewall while tools, sporting 
goods, hardware and paints are 
shown on the right sidewall. Steel 
goods are across the rear wall. 





Dinnerware, pottery and gift items now occupy the space formerly given 

over to electrical table appliances and various household utensils. The new 

lines are important now and will probably continue to remain so even when 
other types of merchandise become much easier to obtain. 
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Practically the entire 
left side is occupied 
by housewares. Numer- 
ous lines have been 
added while stocks of 
lines already on hand 
have been expanded. At 
the rear is the wrap- 
ping counter with the 
cash register and scales. 





New equipment and arrange- 
ment make it possible for 
Puhl’s Hardware to feature 
merchandise in a_ colorful 
and eye-compelling fashion 


One entire sidewall section at 
the rear is used to show cleaning 
goods which is one of the store's 
most popular lines. A great many 
extra sales are made here to the 
customers waiting for packages. 





This space previously featured 
major appliances. Floor cov- 
erings, hampers and other 
substitute articles are now 
shown here. The displays are 
changed frequently and sea- 
sonal items are featured. 
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Framed pictures, frames 
and mirrors are shown 
near the front of the 
store where customers 
are sure to see them. 
This line has proved 
to be a real war-time 
producer of profits. 


An Open Mind on Merchandise 


Helps Maintain Volume 


g} 
HE hardware deal- 


er who wants to maintain volume 
during these times must have an 
open mind regarding the mer- 
chandise he can sell, says Carl 
Graeff, owner, Carl Graeff Hard- 
ware Co., Dayton, Ohio. This 


The Carl Graeff Hardware Co. has 
found a wartime profit in many 


new and unusual types of items 


company has 
and unusual 
considerable 


added many new 
items and has had 
success in selling 


Cement, finishing 
lime, patching 
plaster, etc., are 
sold in small 
quantities as a 
special service to 
the customers. 


them. All of these items have 
added materially to the sales vol- 
ume and have helped maintain 
the store’s volume in these days. 

Framed pictures and picture 
frames were added some time ago 
and have sold exceptionally well. 
The framed pictures, or oiletts as 
they are called, sell for as much 
as $5.95. They are displayed on 
the wall at the front of the store. 
Ten or 12 pictures are shown, in 
this space at a time. 

A popular priced line of picture 
frames is displayed on a table in 
the same part of the store. These 
items are priced at the popular 
prices of 59 cents, $1.00, $1.59 
and $2.19. Pictures of movie 
stars are shown in the frames to 
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Popular priced glassware is featured prominently on tables 
and in sidewall fixtures where it is sure to catch the eye. 


add to their appearance and to 
attract customers. 

Salt for water softeners is a 
big business with this company 
and they sell tons of this mate- 
rial every month. Water in Day- 
ton is very hard and every home 
has to use some kind of water 
softening agent. The new homes 
all have water softeners as stand- 
ard equipment. 


Many sales are made to indi- 
vidual home owners. They will 
use about 100 lb. a month. Apart- 
ment houses are also big users of 
water softening salt. The average 
size apartment will use up to 20 
bags a month. The retail price on 
this item is $1.25 per 100-lb. bag. 

“We consider our store a ser- 
vice establishment,” says Mr. 
Graeff, “and we are always look- 


A spot display table at the front shows overseas shipping 
cartons, dampness removers and cartons of kitchen matches. 
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ing for opportunities to perform a 
service for our customers. It’s 
for this reason that we carry ce- 
ment, finishing lime, patching 
plaster, etc., in small quantities. 
We sell this material at two cents 
a pound in small quantities and 
make good profit on it. Our cus- 
tomers use small quantities of such 
items and they appreciate our hav- 
ing them.” 

During the summer 
dampness removers are very pop- 
ular items with this company 
Over 50 units were sold this sum- 
mer and customers have been 
very well pleased with them. Cal- 
cium chlorate or common salt is 
used in the unit and an average 
home will use around 10 lb. of 
the chemical a week. It sells for 


months, 


Insulating material is displayed in 
a prominent position. Samples of 
the items are shown at the top 
where customers may handle them. 


35 cents for a 10-lb. package. The 
complete unit sells for $4.75. By 
removing the dampnéss, these 
units make basements more’ desir- 
able, pipes will not rust or sweat, 
other equipment kept in such 
places will give longer life. The 
big volume in the dampness re- 
movers comes from repeat sales of 
the chemical. 

Home insulation is another 
line that has sold well during the 
summer and fall. Home owners 
have been urged by governmental 
agencies to insulate their homes 
in order to save fuel during the 
winter and to keep the house 
cooler in the summer. As a re- 
sult, this merchandise is more in 

(Continued on page 91) 














Home Butchering Supplies Produce 
Fast Turnover and Build Traffic 


Black & Co., Decatur, IIL., 
finds this line a maker 


of profits during the 
cold weather months 


This window display, used by 


Black's last 


year, 


featured 


an array of home butchering 
necessities. The centerpiece 
of the display was a poster 
issued by a manufacturer of 
choppers and kindred items. 


EK, several years 


Black & Co., operating two hard- 
ware stores in Decatur, IIl., has put 
on an annual promotion to sell 
various home butchering supplies 
to farmers in its trading area. 
Newspaper and direct mail adver- 
tising as well as store and window 
displays tell the story of the butch- 
ering items offered by the store. 


Supplies... 


BLACK’S 


125 E. North 
Phone 5376 


This ad, which listed five of the 

home butchering requisites car- 

ried in stock, was two columns 
in width and 5 in. in height. 


50 


The advertising campaign starts 
about six weeks prior to the begin- 
ning of the season for such goods. 

Interior displays of the items 

andled and window promotions 
are staged at the same time in or- 
der to form an appropriate tie-up. 
Colorful and eye-arresting show 
cards and price tags are brought 
into play to further spotlight the 
merchandise. Interior displays are 
switched from one point to another 
in the stores at intervals to avoid 
monotony. The store management, 
however, tries to keep the supplies 
as close as possible to goods that 
farmers demand the most. This 
aids in bringing about the sale of 
related goods. Window trims are 
likewise altered as often as pos- 
sible. 

Typical of newspaper advertise- 
ments used to let farmers know 
that the firm’s two stores carry an 
all embracing line of home butch- 


ering supplies is the one shown at 
the left. Usually seven or eight 
items are listed in large bold face 
type together with a caption with- 
out frills that reads “Butchering 
Supplies.” This ad lists lard cans, 
butcher knives, meat grinders, lard 
presses and hog scrapers. Direct- 
mail reminders are sent to farmer 
customers to come in and see the 
new offerings, as Black & Co. 
knows that home butchering tools 
become damaged or are lost or 
stolen. Then, too, there may be a 
need on some of the farms for 
other tools or supplies which farm- 
ers will buy when they come in to 
the store to purchase home butch- 
ering items. 

Home butchering window dis- 
plays are used at the same time the 
advertising gets under way, as a 
further and appropriate tie-up. 
Colorful and eye-arresting show 
cards and price tags are used to 
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Have you ever had an experience 
like this?... 


Let’s say that you, in pardonable igno- 
rance, have blithely stepped up to the 
hosiery counter in a store and asked for 
three pairs of nylons for your wife’s birth- 
day. And the salesgir] has snapped, “No 
nylons,” at you and looked you up and 
down as if to add, “—you dumb cluck!” 


Didn’t make you feel very good, did it— 
or very kindly disposed toward that store? 


How much pleasanter it would have 
been if the salesgirl had said something 
like: “I’m sorry, sir, we haven’t any nylons 
just now, because they’re almost impos- 
sible to get. But if you'll leave your name, 
we'll be glad to notify you if we get some.” 


Now, as you know all too well, there are 
a lot of hardware and sporting goods 
items that you can’t supply today. And 
all day long, and every day, you and your 
clerks have to say no to people who, in 
their pardonable ignorance, ask for the 
impossible. 


A lot of hardware and sporting goods 
stores are using this difficult situation as 
an opportunity to make friends and future 
customers. For it is indeed an opportunity. 


In fact, we believe that a great deal of 
post-war good-will and business is being 
won right now by stores of which people 
say, “I like that store. No matter how 
tough the going gets for them—I know tt 
must get pretty tough —and no matter 
how unreasonable my demands probably 
are, they’re always polite and considerate.” 


So here we’ll suggest a thought to paste 
up somewhere so your employees can never 
forget it: 


Politeness now will pay manyfold later! 
Remington Arms Company, Inc., Bridge- 
port, Conn. 





{A @ 


SS 


S 


@ 

Y 4¢Z Z 
LAME 
AUAAG eo 


S 
W 


Uncle Henry says: Never try to sail 
the sea of life by dead reckoning. It’s 
a heap smarter to take a sight now and 
then and find out where you really be. 


* 7 . 


Did you know that Kleanbore* Hi- 
Ss * .22’s leave the muzzle of a gun 
at 960 miles per hour—faster than 
sound? 


* Reg. U. 8S. Pat. Off. 








“Looks like Ed is finally giving that dumb clerk the aze.” 
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A suggested window display of home butchering items worth featuring. 


further spotlight the merchandise. 
One window display used last year 
had a card reading, “Home Butch- 
ering Specials.” Then followed an 
illustration of a farmer opening 
and cleaning one of three swung 
hogs. In the immediate foreground 
was shown the farmer’s wife busily 
putting meat through a grinder 
and letting it fall into a stone 
crock. And finally there was this 
to-the-point copy: “New tools 
speed up butchering and give bet- 
ter results.” This talked to the 
farmer in his own language. It is, 
however, the company’s policy to 
refrain from making the window 
displays of butchering supplies so 
startling and interesting as to make 
the farmer say, “That’s mighty 
clever” instead of saying, “I must 
go inside and buy some of those 
items,” and then suit the action to 
the words. 

Among the home butchering 
needs the firm shows in windows 
and in the store are stone jars of 
varying sizes, crocks, meat grind- 
ers, butcher cutlery, granite pails, 
lard cans, garbage cans, hog scrap- 
ers, choppers, stuffers, parchment 
paper, heavy brown paper, muslin, 
cleavers, butcher saws, stone 
crocks, sharpening steels, meat 
hooks, bristle brushes, earthen- 
ware bowls, wooden barrels, scales, 
curing salt, meat pumps, smoke 
salt, sausage seasoning, etc. 

Although members of the sales 


staff are sufficiently well posted on 
meat curing to explain it to farm- 
ers, they do not make any effort 
to give them pointers along this 
line unless the farmer is a “green 
hand” at home butchering. The 
farmer must ask for such informa- 


In Avgust the Department of Agri- 
culture’s War Food Administration in 
WFA Order No. 75 explained that 
“Any slaughterer may, without license 
or permit, slaughter for home con- 
sumption livestock which he has 
raised on his premises and any farm- 
er may without a license or permit 
slaughter livestock owned by him for 
home consumption or for consump- 
tion, on his premises, by his resident 
or seasonal employees. Such farmer 
may, in any calendar year, deliver 
not over 400 lbs. of meat derived from 
such slaughter, provided that he first 
obtains a permit authorizing such de- 
livery.” Thus farmers may dispose of 
the excess of their household meat 
requirements up to 400 lbs. through 
regular and authorized distribution 
channels. In the event a farmer 
wishes to deliver more than 400 lbs. 
of meat he should apply to the War 
Food Administration fer permission. If 
permission is granted for delivery in 
excess of 400 lbs. of meat it will be 
a quantity based on the 1941-1942 
slaughtering by that farmer. 


tion, otherwise the salesman might 
be talking to a customer who, 
through long experience, knows 
more about the art than does the 
salesman. 
There has been a steady and 
(Continued on page 98) 





Number and Value of Meat Animals 
Butchered on Farms in 1942 
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Rhode Island 
Connecticut 
New York 

New Jersey 
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Indiana 
Illinois 
Michigan 


Minnesota 
Iowa 
Missouri 
North Dakota 
South Dakota 
Nebraska 


Chart illustrating 
the extent of farm 
butchering in 1942. 
From “Butchering 
and Curing Meat 
on the Farm,” fur- 
nished by The En- 
terprise Manufac- 
turing Company 
of Pa. 
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When it’s again possible for us to meet consumer demand, 
you'll be able to sell SoNnoRA Radios ‘‘over-the-counter’’ 
just as easily as you sell any minor appliance . . . under 
the SonorA “Package Plan.” 


Check SONORA'’S big full-page, full-color national adver- 
tising campaign in the American Weekly, Life, Esquire, 
American Magazine, Redbook, Cosmopolitan, Time 
and American Home. 


There's a reason why SONORA will continue to be one of 
America’s fastest turn-over radio lines. SONORA models 
and designs always have been—and always will be—in 


tune with popular tastes. 
Ssonora(eaoios 


PHONOGRAPHS 
RADIO“ PHONOGRAPHS 
RECORDS 
RADIO-PHONO~— 
RECORDERS 














With a minimum inventory, you'll be able to satisfy any 
demand for radios and radio combinations . . . when you 
feature SONORA. It’s a complete home entertainment Line. 


SONORA Radios always will be distributed through the jobber 
You can depend on him to work shoulder to shoulder with you in making 
the Sonora line the most popular, most profitable of all electrical items 
in your store... when we can again deliver civilian radios. 


SONORA RADIO & TELEVISION CORPORATION + 325 N. Hoyne Ave., Chicago 


THE ONLY NATIONALLY ADVERTISED JOBBER-DEALER RADIO 
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Planned Displays Suggest } © 


Globes are popular items at 
the present time for every 
family is interested in some 
one in some section of the 
world. This entire table is re- 
quired to show the firm's com- 
plete assortment. A step-up 
display unit is used on the 
table and improves the ap- 
pearance of the display. 





The Schafer Hardware Co. 
despite the fact that 


_ Schafer Hard- 


ware Co., Decatur, Ind., makes it 
a a point to keep its merchandise 
anaes — SS displays attractive and complete 
the rear of the store. even though shortages of mer- 


Samples of each model chandise complicate the work. 


stove in stock may be 


seen in this display. This has called for some changes 


in the application of display prin- 
ciples and it has meant that some 
stocks have had to be spread. De- 
spite this fact, few customers real- 
ize what has been done for the 
store seems to have just as much 
merchandise to sell as ever before. 

A few new lines have been 
added and they have sold very 
well. However, the store has car- 
ried such a well diversified stock 
that it has been difficult to add 
very many completely new items. 
Stocks of many available lines 
have been expanded during this 
period and they have required 
more display space. 





Quantity displays of this type produce fine results. 
Mass displays are usually arranged for items that 
are used up and consumed, such as floor wax and 
polish. This display is shown at the front of the store. 
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Every type of canvas glove 
carried in stock is shown on 
this display board. One end 
of the board is raised per- 
mitting customers to obtain a 
better view of the gloves. 
Stock of these items is upon 
an adjoining table. Gloves 
are featured during both the 
fall and winter seasons. 


shows ample merchandise 
there are shortages 


Globes are items which were 
added to the stock a short time 
ago. Customers have been very 
much interested in them and the 
sales volume that has resulted has 
been decidedly satisfactory. Inter- 
est in this item probably stems 
from the fact that almost every 
family has occasion to refer to a 
map of the world, either to locate 
the whereabouts of a member of Harness has been an excellent volume line this year. A complete stock 
the family or to keep informed as of it is always displayed in this fixture near the rear of the store. 
to the progress on the various 
battle fronts. 

“We have also been fortunate 
in being able to secure a good 
stock of used and rebuilt vacuum 
cleaners,” says R. O. Gentis, store 
manager. “We give this item good 
display space on our main floor 
whenever the stock justifies such 
a showing. 

“Another substitute line that we 
have been selling is a kitchen sink 
with wood cabinet base. For a 

(Continued on page 103) 


Fall harvesting items, such as corn knives 
and husking pegs, are displayed in a prom- 
inent spot. The husking pegs are shown on 
a raised platform at center of the table. 
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News of Retailers, Jobbers, 
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Revise Recommendations on 


Loaded Paper Shot Shells 
And Metallic Cartridges 


The Standing Committee for | 
Simplified Practice Recommen- | 
dations R31, Loaded Paper Shot | 
Shells and R62, Metallic Cart- 
ridges, held a meeting in New 
York City during the recent 
hardware convention. At the 
meeting recommendations were 
made for making quickly avail- 
able, after the emergency, a 
normal supply of ammunition. 
Revisions of the recommenda- 
tions were approved by the com- 
mittee for submission to the in- 
dustry for its consideration and 
approval. In approving the re- 
visions the Standing Committee 
pointed out that the proposed 
simplified schedules are intended 
primarily for use after the termi- 
nations of wartime restrictions, 
since this ammunition is avail- 
able at present only to the extent 
permitted under Limitation Or- 
der L-286 of the WPB as amend- 
ed Aug. 25, 1943. The simplified 
lists, if generally approved, will 
become effective from Jan. 2,| 
1944, for production permitted 
by the limitation order. 

On loaded paper shot shells 
the number of loads recommend- 
ed in the proposed revision is 
156 compared with 262 loads in 
231-39, a reduction of 40.5 per 
cent. The terms “drop,” “soft” 
and “chilled shot” are to be dis- 
continued. All shot loaded shells 
will be referred to as “standard 
shot.” This term will apply to 
shot containing the proper amount 
of lead and metal alloys, and 


manufactured to a degree of 
hardness which conforms to 
standards determined by the 


Sporting Arms & Ammunition 
Manufacturers’ Institute, to pro- 
vide the shooter with maximum 
efficiency in each of the loads for | 
the various types of shooting. 
Adoption of “standard shot” re- 
ferred to now by size only, will 
eliminate unnecessary load du- 
plications, enabling manufac- 











turers to concentrate on a re- 





56 


duced number of loads, which 
will be helpful in the early pro- 
duction of loaded paper shot 


the auspices of the National 
Victory Garden Institute, 598 
Madison Ave., New York City, 
with the cooperation of national, 
state and municipal authorities 
and organizations. Many large 
industrial organizations sent rep- 
resentatives for the purpose of 
discussing the expanion of com- 
pany gardens in 1944, 


DAVIDSON VICE-PRES. 





*®ALLEN VICE-PRES. 
OF VITA VAR 
Austin O. Allen has been re 
cently appointed vice-president 
in charge of manufacturing and 


~ 











shells in sufficient quantities to SAVAGE ARMS CORP. 
meet consumers’ demands after 
the present emergency. This re- G. Noble Davidson, general 
duction in number of items | manager, has been recently ap- H 
should benefit the distributor | pointed vice-president of the th 
since he will be able to cover re- | Savage Arms Corp., Utica, N. Y. M 
quirements with a considerably | Mr. Davidson has been associ- W 
smaller number of different | ated with the Savage Arms L 
loads. Corp. and its subsidiary, the 

The principal changes in met-| J. Stevens Arms Co. division, 
allic cartridges, according to the | Chicopee Falls, Mass., for 28 : 
chairman of the standing com- He entered the employ 


mittee, George R. Watrous, Win- 
chester Repeating Arms Co., New 
Haven, Conn., consist in the 
elimination of certain types and 
weights of bullets, many of which 
have been superseded by more 
modern types and better weights 
for the purposes for which the 
different calibers are normally 
used. All manufacturers have, 
for the first time, adopted a uni- 
form description for. the caliber 
names of center-fire cartridges. 
For all the classes of center-fire 
cartridges covered by this recom: 
mendation, the present catalogs 
of the four principal loading 
companies manufacturing this 
type of ammunition list 613 
items, or an average of 153 items 
for each company. On the same 
basis, the revised simplified list 
will tetal 520 items, or an aver- 
age of 130 items for each com- 
pany, representing a reduction of 
approximately 15 per cent. For 
rim-fire cartridges the proposed 
revision lists 35 items, which 
compares with 38 items given in 


R62-39. 


VICTORY GARDEN INST. 
HOLDS CONFERENCE 


National Victory Garden Insti- 
tute recently held a conference 
at the Hotel Blackstone, Chi- 
cago, Ill., for the purpose of dis- 
cussing food production for the 
coming year. It was held under 








years, 


of the J. Stevens Arms & Tool | 
graduating from | 


Co. 


after 





Worcester Polytechnic Institute | 


in 1915. Advancing rapidly 
through various departments in 
the factory, he was named as- 
sistant works manager of the 
Stevens division in 1927, and in 
1928 was named works manager. 
In 1938, Mr. Davidson was ap- 
pointed manager of the arms 





G. NOBLE DAVIDSON 


division of the Savage Arms 
Corp. and in 1940 was ap- 
pointed general manager. He 
will continue to make his head- 
quarters at the J. Stevens Arms 
Division, Chicopee Falls, Mass. 








AUSTIN 0. ALLEN 


research of the Vita-Var Corp., 
plant manufacturers, Newark, 
N. J. Mr. Allen was formerly 
technical director of the com- 
pany. He has served on many 
committees of the New York 
Paint, Varnish & Lacquer Asso- 
ciation for the past five years 
and has been a member of the 
Committee on Camouflage Paints 
for the past three years. He has 
also worked on many committees 
assisting the various government 
agencies, including the Army, 
Navy and Chemical Warfare Ser- 
vice. In his new capacity, Mr. 
Allen plans to expand and fur- 
ther develop the production and 
technical departments of the 
company. 


BROCK REPRESENTING 
WHITLOCK SUPPLY CO. 


A. M. Brock has recently been 
appointed sales representative 
for The Whitlock Supply Co., 17 
Warren St., New York City, dis- 
tributors of key blanks and lock- 
smith supplies. Mr. Brock has 
been in the hardware trade for 
21 years, and before his connec- 
tion with Whitlock Supply Co. 
he was affiliated with Francis 
Keil & Son and the Surpless- 
Dunn & Co., Inc., both of New 
York City. 
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Holding the Army-Navy “E” flag for production achievements of 

the plant of the Philadelphia Division of The Yale & Towne 

Mfg. Co. are, left to right: James C. Morgan, general manager; 

W. Gibson Carey, president of the company; Lt. Col. William 

L. Purcell, U.S.A. Air Corps; Lt. Comm. T. E. Lapres, U.S.N.R., 
and Henry Walters, president, Local 1717, 1.A.M. 


Yale & Towne Philadelphia Division 
Wins the Army-Navy “E’” Award 


The Army-Navy “E” flag, for| 29 in one of the large product 
excellence of production, now | assembly areas of the plant that 
flies over the plant of the Phil-| had been cleared for the occa- 
adelphia Division of The Yale &| sion. W. Gibson Carey, Jr., 
Towne Mfg. Co., producers of | president of the company, James 
hand and electric hoists and/|C. Morgan, general manager, and 
hand lift and electric trucks. The | employee representatives were on 
coveted award was given to the the platform to receive the cita- 
employees of the plant on Oct.! tion and the “E” insignia. 








OPA NAMES EXPORT | and Ralph H. Liriderman, export 
INDUSTRY COMMITTEE | manager, Pomona Pump Divi- 
Aq. | Sion ef Joshua Hendy Iron 


An Exporters’ Industry - . 
P y | Works, Pomona, Cal. 


visory Committee, composed of 
19 exporting manufacturers, 
merchants, and agents from vari- 
ous ports and business centers of 
the country, was recently ap- 
pointed by the OPA. Among 
those appointed the following are 
affliated with hardware and 
allied lines: Harold W. French, 
vice-president, Bridgeport Hard- 
ware Mfg. Corp., Bridgeport, 
Conn.; G: Le Vino, vice-presi- 
dent, Guiterman Co., Inc.; C. S. 
Snider, export manager, Ameri- 
can Hard Rubber Co., New York 
City; B. Asper, Johns-Manville 
International Corp., New York 
City; L. K. Winter, export mana- 
ger, Continental Diamond Fibre 
Co., Bridgeport, Pa.; M. R. 
Sacra, export manager, Black & 
Decker Mfg. Co., Towson, Mad., | 





BUREAU 25 YEARS WITH 
RICHARDSON & BUREAU 


J. Ernest Bureau completes a 
| record of 25 years of service, this 
year, with Richardson & Bureau 
Ltd., wholesale hardware dis- 
tributors and importers, 129 St. 
Peter St., Montreal, Quebec. 
Mr. Bureau started in 1918 with 
a few lines, after many years of 
service with a leading wholesale 
hardware firm of Montreal, as 
salesman. He now 
Canadian, European, and United 
States firms. He is one of the 


founders and the present presi- 
dent of Richardson & Bureau 
Litd., and though many of his 
lines are not available now, he 
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represents } 





still actively covers the Canadian | 
wholesale hardware trade from 

coast to coast. | 
| 


ere 


AMERICAN SAFETY RAZOR 
HELPS N. Y. BOND SALES 


More than $3,000,000 in War 
Savings Bonds and Stamps have 
been sold at War Bond Square, 
Sixth Ave. and 52nd St., New 
York City, in the past year, from 
a little cottage maintained by 
American Safety Razor Corp., 
Brooklyn, N. Y., safety razor and 
blade manufacturers. In addi- 
tion recorded messages have been 
sent from the cottage by uni- 
formed men of the United Na- 
tions armed forces. Innumerable 
war bond rallies have been con- 
ducted from the small stage 
spread across the front of the 
building. Civilians buying a 
bond or stamp may record mes- 
sages to be sent to armed force 
members excepting to Army 
post officers overseas. 


MOORE MANAGES SALES 
FOR THE SILEX CO. 


J. M. Moore has recently been 
appointed sales manager of The 
Silex Co., Hartford, Conn. Frank 
E. Wolcott, Jr., vice-president in 
charge of sales, has left the com- 
pany to become an officer in the 
United States Army Transporta- 
tion Corps for overseas duty. 
Mr. Moore has been promoted 
from the position of sales pro- 
motion manager, to that of sales 
manager. 








J. M. MOORE 









GEORGE TO RETURN 
TO MARSHALL-WELLS 
Herbert L. George, Chief, 

Hardware Supplies Section, 

Wholesale and Retail Trade Di- 





HERBERT L. GEORGE 


vision, WPB Office of Civilian 
Requirements, has resigned, ef- 
fective Dec. 1. Mr. George has 
been serving in the division for 
the past year as a dollar-a-year 
man. He will return to his posi- 
tion in the Portland, Ore., branch 
of the Marshall Wells Co., whole- 
sale hardware distributors. Mr. 
George addressed the _ recent 
hardware convention in New 
York City on the subject, “The 
Hardware Wholesaler and WPB,” 
the major portion of his address 
being published in the Oct. 28 
issue of HarpwARE AGE on pages 
166 and 168. 


OSBORN TRANSFERS 
REPRESENTATIVES 


Fred T. Turner, former Pitts- 
burgh representative for Osborn 
Mfg. Co., Cleveland, Ohio, and 
Page A. Mead, who has been 
representing Osborn in eastern 
N. Y. state, have recently been 
transferred to Cleveland offices 
for special assignments. Presley 
Katz, transferred from the Chi- 
cago territory, will replace Mr. 
Turner in Pittsburgh, and Dean 
M. Boundy takes Mr. Mead’s 
place in eastern N. Y. Lloyd H. 
Ross succeeds Mr. Katz in Chi- 
cago, 
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facturing Quality 


for the Nation 


194170194V..... 


Essential Production for 
America’s Armed Forces 


~~ FINER THAN EVER 
Cooking and 
Heating Equip- 
ment for 
Civilian Use 


ALLEN Ranges and Heaters are backed 
by a quality tradition extending almost 
three-quarters of a century into the 
past... maintained and increased in 
vital war production of the present... 
and destined to achieve even greater 
heights in a future rich with promise 
for every ALLEN Dealer! 


Consewe Guel... Shorten the War 


Allens ina 


MANUFACTURING 
Gecay COMPANY, INC. 


NASHVILLE, TENNESSEE 


RANGE ETERNAL 





Rabberset Co. Conference 


Considers 


At a recent four-day confer- 
ence, G. L. Herrick, president of 
the Rubberset Co., Newark, 
N. J., urged salesmen to submit 
their suggestions and ideas on 
post-war sales plans, Barnett 
Buddish, vice-president, speaking 
on the growing importance of 
synthetics, predicted that devel- 
opment work in the brush indus- 
try, accelerated by wartime short- 
ages of basic material, would re- 
sult in improved products for the 
post-war market. Arthur D. Lit- 
tle, Inc., chemists-engineers of 
Cambridge, Mass., has been re- 
tained by the company to con- 
duct research in the field of syn- 
thetics, bristles, etc., with the ob- 
ject of developing the best pos- 
sible paint brush for use in the 
post-war period. L. B. Hervey 


Post-War Sales Plans 


of A. D. Little, Inc., talked on 
the subject of ‘‘Laboratory 
Work on the Post-War Paint 
Brush.” Slides were used to 
show the interesting develop- 
ments to date. 

In addition to talks by top 
company officials, the group 
heard H. P. Bristol, president of 
the parent company, Bristol- 
Myers; Lee H. Bristol, vice-pres- 
ident of the same concern; L. J. 
McCarthy, Hearst Magazines, 
Inc.; Burton Bigelow, manage- 
ment consultant; Raymond Stev- 
ens, vice-president, Arthur D. 
Little, Inc.; Russell E. Stoddard 
of Dodge and Olcott Company; 
Dr. Charles H. Nissley, Rutgers 
Univerity; Glenn Griswold, edi- 
tor of “Planning for Post War,” 
and others. 








CARMAN LEAVES WPB 
HEADS PLASTICS ASS’N 


Frank H. Carman will assume 
the position of general manager 
of Plastics Materials Manufac- 
turers’ Association, Washington, 
D. C., effective Jan. 1, 1944. Mr. 
Carman resigns from the WPB, 
with which he has been asso- 
ciated since 1941, to accept the 
new position. Prior to his Wash- 
ington affiliation, Mr. Carman 
was with Armstrong Cork Co., 
Lancaster, Pa., and before that 
was connected with B. F. Good- 
rich Co., Akron, Ohio. 


CARRICK HEADS LEAD 
INDUSTRY ASSN. 
RED LEAD RESEARCH 


' Dr. Leo Lehr Carrick, dean of 
the School of Chemical Tech- 
nology of North Dakota Agricul- 
tural College at Fargo, has 
recently been appointed director 
of red lead research and consult- 
ing chemical engineer of the 
Lead Industries Association. He 
will make his headquarters at 
the association’s office at 420 
Lexington Ave., New York City. 
Dr. Carrick is known for his in- 
vestigations and publications on 
the subject. 


HEADS RECEIVER 
SALES FOR G. E. 


H. A. Crossland, has recently 
been named manager of sales for 
the receiver division of the Gen- 
eral Electric Co., electronics de- 
partment. For the present he 
will divide his time between 
Bridgeport, Conn., and Schenec- 





tady, N. Y. He joined General 
Electric in 1930, as a field ser- 
vice representative in the radio 
sales section of the receiver di- 
vision in Bridgeport. 


U. S. PLYWOOD BUYS 
CITY CLUB BUILDING 


The former City Club Build- 
ing, a seven-story penthouse 
structure, 55-57 W. 44th St., New 
York City, has been purchased 
by the United States Plywood 
Corp., which will make changes 
and occupy it as executive offices. 
Because of existing leases, the 
new owner does not plan to take 
occupancy until next July. The 
various offices at 616 W. 46th St. 
and at 103 Park Ave., including 
the architectural display main- 
tained by the company at this 
latter address, will be consoli- 
dated in the new building. 


M. E. M. A. NAMES 
FOUR DIRECTORS 


A. H. Eichholz, general mana- 
ger of the Motor & Equipment 
Manufacturers Association, Fisk 
B}ig., New York City, recently 
announced that at the annual 
members’ election of directors 
the following were elected mem- 
bers of the board for the three- 
year term of 1944-1945-1946: 
A. B. Bussmann, president, 
Bussmann Mfg. Co., St. Louis, 
Mo.; Will Dammann, president, 
Bear Mfg. Co., Rock Island, I11.; 
H. S. Powell, president, Powell 
Mfg. Co., Utica, N. Y.; and 
L. E. Russell, president, Peters 
& Russell, Inc., Springfield, Ohio. 
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CHARLES B. DAVIS 


Charles B. Davis, 82, former 
manager of General Electric’s 
New England district, who re- 


CHARLES B. DAVIS 


tired Oct. 1, 1926, passed away 
recently after a short illness. 
When Mr. Davis retired 17 years 
ago, he had served the General 
Electric Co., Schenectady, N. Y., 
for 42 years. Before his affilia- 
tion with General Electric, Mr. 
Davis was employed by the 
Thomson-Houston Electric Co., 
Lynn, Mass., and his first job 
was filing steel castings. When 
the Thomson-Houston and Edi- 
son General Electric companies 
were merged in 1892 to form 
General Electric, Mr. Davis be- 
came the assistant manager of 
the new company’s Boston office. 
The following year he became 
Manager, succeeding E. I. Gar- 
field. As the company expanded, 
Mr. Davis’ territory also ex- 
panded and at the time of his re- 
tirement he was manager of the 
New England district with head- 
quarters in Boston. 


GEORGE GEBHART 


George G. Gebhart, sales man- 
ager of the Hot Stream Heater 
Co, Ohio, and high ranking 
member of the Masonic order, 
passed away recently at his home 
in Cleveland Heights. Mr. Geb- 
hart had been employed as sales 
Manager for firms in Dayton and 
Mansfield, Ohio, and had been 
associated with the Hot Stream 
Heater Co., for the last 21 years. 
A 32d-degree Mason, he was a 
member of the Mystic Lodge of 
Dayton and of Antioch Temple 
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and Ornus Grotto, in that city. 
He is survived by his widow and 
a nephew. 


EDGAR LYON 


Edgar Lyon, president of Lyon, 
Conklin & Co., Inc., Baltimore, 
Md., passed away recently. He 
had been president of the com- 
pany, which was founded by his 
father, since 1907. 








- MAGNUS FORSBERG 


Magnus Forsberg, The Fors- 
berg Mfg. Co. Bridgeport, 
Conn., whose passing was re- 
corded in the Nov. 11 issue 
of HARDWARE AGE. 








SYNTHETIC RUBBER PLANT 
OPENED NEAR HOUSTON 


Another unit in the Texas’ 
rapidly growing synthetic rubber 
industry has recently been for- 
mally opened near Houston, Tex. 
The 60,000-ton polymerization 
plant was financed by the De- 
fense Plant Corp., as part of the 
nation’s war program, and will 
be operated by the Goodyear 
Tire & Rubber Co., Akron, Ohio. 
Although constructed to a rigid 
government formula, the build- 
ing of the plant was supervised 
by Goodyear, and it incorporates 
many of Goodyear’s develop- 
ments and improvements in the 
manufacture of synthetic rubber 
since the company started exper- 
imenting with synthetic rubber 
soon after World War I. Buta- 
diene for the Goodyear synthetic 
rubber plant will be produced at 
an adjacent refinery erected also 
with Defense Plant Corp. funds 
and an integral part of the Good- 





year polymerization plant. 


Hand Tools * Special Tools * Forgings 


TOOL & FORGING CO. 
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FARM FENCE 
CONTROLLERS 











MODEL NO. 4305 


Dual Purpose Controller 
A. C. - D. C. Operated 


List Price $27.50 
Shipping Wet. 15} Ibs 


is Dependable Sewice 


Gee) A SALES FEATURE? 
ie “} Dependable service to the farmer is the 
\—_— most important of all sales features. It is 
more important than first cost or “fine feathers.” 

Electro-Line dependability is built-in—it is built- 

in by careful engineering and controlled produc- 
tion. Many thousands of American farmers are 
benefitting from Electro-Line’s exceptional service 
and economical operation. 

You profit doubly with Electro-Line. First, by 
best serving the demand for increased food pro- 
duction and second, by realizing a fair profit 
from the sale of each Electro-Line model. 

Anticipate your requirements as far ahead as 
possible. Cooperate in every reasonable way 
with your jobber. This will relieve the problem 
of distribution at the time of peak demand. 


ELECTRO-LINE FENCE COMPANY 


120 N. Broadway Milwaukee 2, Wisconsin 


SOLD THROUGH JOBBERS ONLY 














Frank K. Runyan, vice-presi- 
dent, Western Merchandise 
Mart, San Francisco, Cal., re- 


| cently announced that the Board 
| of Governors of the Mart Exhibi- 


| Spring 


tors’ Association has selected the 
week of Feb. 7 to 12, 1944, as 
the date for the 1944 Western 
Market. In announcing 
the market date, Mr. Runyan 
stated in part, “There will be 
some merchandise available for 
spring market orders although 
the scarcity of major home fur- 
nishing products has not been 


| Spring Market in San Francisco 
Set for Feb. 7 to 12, 1944 





relieved to any great extent. | 
furniture, floor coverings anj 
soft goods lines, it is likely tha 
most available merchandise wil 
continue to be released on a vol 
untary allotment basis for th 
duration. As yet appliances ar 
unavailable except for rationed 
heating and cooking equipment, 
Accessory lines, including house 
wares, gift wares and variety 
merchandise are still available is 
fairly substantial quantities a» 
replacement products for retail 
ers’ wartime inventories.” 








PENFIELD HEADS BOARD 
OF CUSSINS & FEARN CO. 


C. J. Penfield, president of 
Cussins & Fearn Co., Columbus, 


| Ohio, for 21 years, has recently 


become chairman of the board of 
directors of the company. Ray 
F. Wunderlich, formerly general 
merchandising manager, has 
been elevated to the company’s 
board of directors. These new 


| personnel changes are part of a 
| post-war expansion program in- 


stituted recently by the company. 


| The program calls for 22 new 
stores in Ohio and the enlarge- 
| ment of the present 28 stores. 


| Ray F. Wunderlich, 





formerly 
general merchandising manager, 
and J. C. Carris, who has been 
appointed secretary of the firm, 
have both been named as mem- 
bers of the board of directors. 
The other members are: C. J. 
Penfield, B. L. West, Sr., vice- 
president and treasurer; B. A. 
Durrant, James M. Butler and 
J. R. Dickson. B. A. Durrant 
was elected president of the com- 
pany. Other changes in the per- 
sonnel of the company are: 
H. Neil Pence, stores supervisor, 
promoted to merchandise mana- 


ger, and George FE. Wharton, 





RAY F. WUNDERLICH 


| Lancaster 





store manager since 
1929, advanced to succeed Mr, 
Pence in the position of stores 
supervisor. G. Arnold Hildreth, 
senior store supervisor, who has 
been with the company for 26 
years, will devote his energies to 
planning for the 22 new stores 
and enlarging the present ones. 
Mr. Penfield and Mr. West will 
continue actively with the com- 
pany, using their experience to 
guide the post-war program to a 
successful conclusion. 


SGT. ALEX HEYBURN 
MISSING IN ACTION 
Technical Sergeant Alexander 
“Buddy” Heyburn, son of Major 
Alexander Heyburn, in civilian 
life a department buyer for the 
Belknap Hardware & Mfg. Co. 
Louisville, Ky., and now sta 
tioned in New York, has been 
reported missing since Oct. 14 
by the War Department. Sgt. 
Heyburn, 22, was a turret gunner 

on a Flying Fortress. 


CENTRAL STATES TO 
HOLD ANNUAL MEETING 


Central States Hardware Club 
will hold its sixth annual meet- 


| ing Wednesday, Jan. 12, 1944, in 


its own club rooms in the La 
Salle Hotel, Chicago, Ill. There 
will be election of officers and 
three board members to serve 
for three years. Open house will 
be held from 3 to 6 p. m., to be 
followed by dinner and enter 
tainment. The officers for 194 
are as follows: John D. McCue, 
president, Russell & Erwin Mfg. 
Co.; Frank J. Koch, vice-presi- 
dent, McKinney Mfg. Co.; and 
Ben Leve, secretary-treasuref, 
The Carborundum Co. Monthly 


meetings are held the first Satu’ 


day of each month. 
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BLOOD PROTESTS GOV'T 
SALES IN COMPETITION 
WITH PRIVATE FIRMS 
Postwar adjustment and pros- 
perity will receive a disorganizing 


jolt if the government permits its 





HOWARD E. BLOOD 


own distribution agencies, con- 
ducted for the benefit of the 
Armed Forces, to sell directly to 
private consumers, Howard E. 
Blood of Detroit, president of 
Norge Division, Borg-Warner 
Corp., told the Chicago Federated 
Advertising Club recently in an 
address on the future of distri- 
bution. He pointed out that 
“demobilization will be followed 
by the need for the government 
to dispose of large quantities of 
surplus goods. Such _ dispo- 
sition may, if not properly regu- 
lated, swamp civilian markets 
and disorganize for a long period 
the normal function of both the 
production and distribution of 
certain goods. The United 
States probably will continue to 
maintain large military forces 
after the war. The existence of 
these forces, whose energies and 
purchasing powers will be di- 
verted from ordinary civilian 
lines, is certain to affect both the 
production and distribution of 
goods through private channels.” 
Reflecting increased competi- 
tion for the consumer dollar, 
many manufacturers’ without 
previous experience in making 
particular products are going to 
enter new fields in the imme- 
diate post-hostility period, Mr. 
Blood believes. While this may 
result in improvements in some 
products it also may bring about 
many “orphan lines,” he said. 
Mr. Blood said that Americans 
owe to advertising a large share 
of their standard of living which 
he termed the world’s best. 
New inventions and products, 
which will come in large volume 
after the war, would be of little 
value were it not for the adver- 
tising which not only tells peo- 
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ple of their availabilty but 
stimulates desires not formerly 
in the people’s consciousness,” 
he said. 


R. H. EVERETT V.P. OF 
MERKIN PAINT CO. 
Ralph H. Everett, one of the 
founders and former president of 
the New York Paint & Varnish 


| Production Club, as well as a 





past president of the Federation 
of Paint & Varnish Production 
Clubs, has been recently elected 
executive vice-president of the 
M. J. Merkin Paint Co., 1441 
Broadway, New York City. He 
also was named general manager 
of the company. Mr. Everett has 
been an executive in the Key- 
stone Varnish Co. 


B. F. GOODRICH CO. 
NEW SALES HEADS 


Chester F. Conner has re- 
cently been appointed assistant 
general manager and Fred Lang 
merchandise manager of the in- 
dustrial products sales division 
of the B. F. Goodrich Co., 
Akron, Ohio. Mr. Conner, for- 
merly merchandise manager, has 
had more than 33 years of com- 
pany service, all in the industrial 
products sales field, having 
started in 1910.as a sales corre- 
spondent. He was appointed 
merchandise manager earlier this 
year. He has served on the ad- 
visory staff of the rubber direc- 
tor’s office in Washington during 
the last year. Mr. Lang joined 
the company in 1925, was trans- 
ferred to the industrial products 
division a year later, and after 
holding various executive posts, 
was named operating manager in 
1932. He has been manager of 
sole and heel sales since 1941. 


BICYCLE INSTITUTE 
MEETS JAN. 26, 1944 


The _ Bicycle Institute of 
America, Inc., and its member 
organizations, the Bicycle Manu- 
facturers Association of America, 
Cycle Parts & Accessories Asso- 
ciation, Cycle Jobbers Associa- 
tion and Merchant Members will 
hold its 25th annual meeting 
Jan. 26, 1944, at the Roosevelt 
Hotel, New York City. A lunch- 
eon will be part of the all day 
meeting. Miss Cecile Meehan, 
executive secretary, Bicycle Insti- 
tute of America, Inc., has her 
headquarters at 122 E. 42nd St., 
New York City. Neely Powers, 
president, The Colson Corp., 
Elyria, Ohio, is president of the 
Bicycle Institute of America. 


| 
| 


















































































Here’s a hardware store 
natural that’s available 
for immediate delivery. 
Every forced air furnace 
home-owner is a pros- 
pect. Research Air Filters 
save fuel, cut the work 
of housecleaning. 

























Removes 91% of the 
dirt and dust, 99% 
of the pollen. 


The Research Air Filter is easy to change, takes just 
a minute. Full profit item—$1.50 size costs you 95c 
in gross lots. Ask your jobber. 
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N. ¥. Paint Makers, Dealers 


Discass Post-War Plans 


The Trade Sales Committees 
of Paint Dealers Institute, and 
the New York Paint, Varnish & 
Lacquer Association met in joint 
session at the Building Trades 
Employers’ Association, New 
York City, recently. The gather- 
ing marked the initial attempt in 
the paint industry for joint action 


on the part of both manufac- | 


turers and dealers to consider 
post-war plans, with particular 
reference to the elimination of 
existent abuses and consideration 
of policies which would benefit 
the paint trade in the New York 
area. Leo Silverstein, chairman 
of the meeting stated that the 





discussion of ideas was purely 
exploratory, and at the next 
meeting the problems will be 
specifically enumerated and then 
assigned to sub-committees for 
report and recommendation. The 
joint committee will meet again 
Dec. 6. Those representing the 
New York Paint, Varnish & 
| Lacquer Association were: L. 
Francis Case, Ralph H. Everett, 
Warner S. Hays, Louis Meyer, 
Marks Neidle, and A. G. Schu- 
man. For the Paint Dealers In- 
stitute there were: Norman L. 
Cohen, Herman Dachev, Samuel 
Goldstein, Joseph M. Janovic, 
H. Walter Krefetz, Milton D. 
Lieber, and Julius Nierenberg. 








STRITE REPRESENTS 
VIMLITE DIVISION 
ON WEST COAST 


Dan D. Strite, at his own re- 
quest, resigned his position as 
Director of Sales of the Vimlite 
Division, Celanese Celluloid 
Corp., Division of Celanese Corp. 
of America, as of Nov. 1. He is 
continuing, also at his own re- 
quest, as special Vimlite sales 
representative covering the West 
Coast territory with headquarters 
in the company’s Los Angeles 
office. Mr. Strite is well known 
to the hardware trade for his 
many years of selling and direct- 
ing the sales of Vimlite glass sub- 
stitute, having devoted more than 
19 years to the sale of plastic 
glazing products. 

From 1924 to 1928 Mr. Strite 
was with the Acetol Products 
Co., New Brunswick, N. J., for 
whom he sold Cel-O-Glass. In 
1928 he joined Vitalite Co., sub- 
sidiary of the New York Wire 
Cloth Co. Later the product’s 
name was changed to Vimlite. 
He continued with Vitalite until 
1940 when the company was ab- 





DAN D. STRITE 


sorbed by the former Celluloid 
Corp., now known as the Cel- 
anese Celluloid Corp. 

Mr. Strite’s successor as direc- 
tor of sales of the Vimlite Divi- 
sion has not as yet been 
appointed. 





ANIMAL TRAP CO. 
WINS STAR FOR “E” 


The Animal Trap Co. of 
America, Lititz, Pa., recently was 
awarded the white star for their 
Army-Navy “E” for continued 
effort and meritorious services on 
the production front. The pres- 
entation was made by Capt. E. J. 
Langham, Ordnance Dept., York 
Sub-District, Philadelphia Ord- 
nance District. Capt. Langham, 
who was introduced by Chester 
M. Woolworth, president of the 
Animal Trap Co., read a letter 
from Under-Secretary of War, 
commending the men and women 
on their determined effort and 
continued service to the Armed 
Forces. The first award was re- 
ceived in March and the White 
Star was given in recognition of 
continued service during the six 
months’ period following the first 
award. Recently the Auxiliary 
Military Police of the company 
also received an “E” for excel- 
lence. They wear an “E” on 
their guidon and small “E’s” on 
the uniforms to symbolize this 
award. 


BENJAMIN AIR RIFLE OUT- 
LINES SITUATION IN 
FOLDER 


Benjamin Air Rifle Co., St. 
Louis, Mo., has recently issued to 
its dealers and distributors a fol- 
der outlining the situation as to its 
products and as to the availa- 
bility of repair parts for Benja- 





min compressed air rifles and 


pistols. Pointing out that prac- 
tically all of its facilities and re- 
sources are devoted to the war 
effort it announces that its steel 
air rifle shot is not available for 
the duration but that limited 
quantities of lead air rifle shot 
in one pound tins is available. 
It points out that both calibers of 
Benjamin H-C pellets and caliber 
.177 Benjamin darts are available 
for immediate delivery and that 
the company’s repair department 
will continue operating as long 
as parts are available. Dealers 
are requested to return old metal 
parts when ordering replace- 
ments, 








































WALLACE J. STEBBINS 


vice-president of the Stebbins 
Hardware Co., Chicago, IuIl., 
was recently elected president 
of the Citizens’ Association of 
Chicago at the organization’s 
69th annual meeting. For more 
than 10 years he has been a 
member of the board of direc- 
tors and during the past year 
has been serving as first vice- 
president. 











GLENN E. WINTON WITH 
MID-WEST ABRASIVE 
Glenn E. Winton, former chief 


field quality engineer for the 
Minnesota Mining Co., has 






















GLENN E. WINTON 


joined the technical staff of the 
Mid-West Abrasive Co. as qual- 
ity engineer in the coated abra- 
sive division. Mr. Winton has 
had 16 years’ experience in the 
abrasive field, eight of which 
were spent in the laboratory. 


SCHUERMANN WHEELING 
ASSISTANT V.P. 


L. F. Schuermann has been re- 
cently elected assistant vice-presi- 
dent of the Wheeling Corrugating 
Co., Wheeling, W. Va. Mr. 
Schuermann was formerly as- 
sistant manager of the Wheeling 
Corrugating district office and 
warehouse at St. Louis, manager 
at Louisville, Ky., and until re- 
cently manager at New York 
City. At the New York district 
office and warehouse, W. J. Bur- 
rucker has succeeded Mr. Schuer- 
mann as manager. 














G.E. Hotpoint Dealers 


Discuss Post War Plans 


Actual post war planning must 
be started now to meet post war 
competition in the merchandising 
of electrical appliances George 
H. Smith, general sales manager, 
Edison General Electric Appli- 
ance Co., Chicago, IIl., makers of 
Hotpoint appliances told a sales 
meeting in New York on Nov. 9. 
The meeting, first of a series to 
be held throughout the country, 
included the following which 
have been or will be held, At- 
lanta, Ga., Nov. 12; Salt Lake 
City, Utah, Nov. 23; Seattle, 
Wash., Nov. 29; San Francisco, 
Calif., Dec. 2, and Los Angeles, 
Calif., Dec. 6. 

In part Mr. Smith stated, “We 








must select our retailers carefully 
and see to it that they are 
trained as merchandisers. We 
must help them with every func- 
tion of their business. We must 
promote and sell a complete line 
of products. We must be ready 
to do it immediately when prod- 
ucts are available, and we must 
be completely trained and organ- 
ized before the post war market 
consumer opens up.” Announce- 
ment was also made that Charles 
Low has written a series of bul- 
letins on merchandising of appli- 
ances which are available to all 
retail merchants upon request to 
the Edison General Electric Ap- 
pliance Co. 
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TO BUILD A SUPERIOR POST-WAR LINE OF KNIVES 


Camillus is doing just that—thinking, plan- 
ning, building for the day the bells ring 
out peace and its production is again “at 
your service” 


THINKING — of what knives you want in 
your line —of how you want them 


merchandised. 


PLANNING—to have knives ready for you 
—knives you will be proud to sell—knives 
your customers will want to buy. 












BUILDING—a superior line of knives, based 
on nearly 70 years experience and the fin- 
est production facilities for quality knives 
this country has ever seen. 


Camillus is thinking, planning, building to 
establish a line for you, so look to Camillus 
for your post-war knives. 


Oe 
CAMILLUS 


CUTLERY COMPANY 


Sole Selling Agents 










ADOLPH KASTOR & BROS., INC. 
60 E. 42 St., New York 17, N.Y. 

























































































Victory Scrap Drive to 
Continue Indefinitely 


Because of the _ increasing | 
amount of iron and steel scrap | 
needed to maintain our produc- 
tion requirements and the fact 
that the recent coal strike caused | 
an increase in the amount of | 
scrap used in steel furnaces, | 
H. M. Faust, Director of the 
Salvage Division of the War Pro- 
duction Board, announced re- | 
cently that the “Victory Scrap | 
Bank” Drive, scheduled to ter- 
minate on Noy. 15, has been con- | 
tinued indefinitely. 

“As long as the war lasts,” Mr. 
Faust said, “there will be a con- | 
tinuing need for iron and steel | 
scrap to keep the mills well sup- 
Accordingly, the collec: | 
tion of iron and steel scrap from | 
all sources must be a continuing | 
operation.” He says, “Mills are | 


plied. 


now consuming more purchased 
scrap than they are receiving. 
Stock-piles are shrinking. De- 
spite any conditions which may 
have affected results, the fact re- 
mains that the winter months lie 
just ahead and our inventory 
position is not improving.” 

As to the need for steel scrap 
in the second six months of 1943 
the total is 15,000,000 tons, an 
increase from 13,000,000 tons for 
the first half of 1943. This 15,- 
000,000 tons of scrap will only 
maintain, not increase, current 
inventories. Current inventories 
of 7,700,000 net tons are only 
normal working inventories at 
present production rate, with no 
surplus for contingencies. Indus- 
try has as its quota 65 per cent 
or 9,800,000 tons of that re- 
quired. 








Dr. Alexander Made Deputy Director 
Of Wholesale-Retail Trade Division 


Dr. R. S. Alexander, assistant | Chief, Room 5-320, Temporary 


professor of marketing, Columbia | Bldg. E.; 


University, has recently been ap- 
pointed deputy director of the 
Wholesale & Retail Trade Divi- 
sion, WPB, and will have direct 
supervision of the Industrial and 
Hardware Supplies Branch. Dr. 
Alexander has been a student of 
wholesale distribution for many 
years, and during the NRA 
period he served as technical ad- 
viser on wholesale codes. In 
May, 1942, he joined the staff 
of the WPB, and in recent 
months has been serving as Chief 





of the Wholesale Section of the 
Consumer Goods Branch of the | 
Wholesale and Retail Trade | 
Division handling question of in- | 
ventory control. Prior to that he 
served on the Technical Staff of 
the WPB handling inventory | 
control problems. The personnel | 
of the Wholesale & Retail Trade 
Division is as follows: Dr. R. S. | 
Alexander, Deputy Director, 
Room 349, Temporary Bldg. E.; 
Dean C. Gallagher, Assistant Di- | 
rector, Room 345, Temporary 
Bldg. E.; Industrial & Hardware | 
Supplies Branch, Dean C. Gal- | 
lagher, Chief; H. Norman Davies, | 
Assistant to Chief, Room 353, 
Temporary Bldg. E.; Automotive 
Supplies Section, Irving S. Leon, 
Assistant Chief, Room 306, Tem- | 
porary Bldg. E.; Electrical Sup- 
plies Section, J. A. Hawks, Act- | 
ing Chief, Room 305, Temporary 
Bldg. E.; Hardware Supplies 
Section, Herbert L. George, | 
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Howard E. Emmons, 
Assistant Chief, Room 5-230, 
Temporary Bldg. E.; Industrial 
Supplies Section, Ray C. Neal, 
Chief, Room 5-319, Temporary 
Bldg. E., and Paul H. Hartshorn, 
Assistant Chief, Room 5-319, 
Temporary Bldg. E.; Plumbing 
& Heating Supplies Section, 
George C. Hench, Room 5-303, 
Temporary Bldg. E.; Sterling A. 
Warren, Acting Chief, Room 5- 
311, Temporary Bldg. E.; Carl 
W. Reynolds, Room 5-311, Tempo- 
rary Bldg. E.; Ratings & Direc 
tive Section, H. Norman Davies, 
Chief; Farm Supplies Section, 
H. S. Pringle, Chief, Room 2444, 
Social Security Bldg. 


MARSHALL PRESIDENT 
OF PHARIS TIRE 
Carl Pharis, former president 
of the Pharis Tire & Rubber Co., 
Newark, Ohio, has been made 


chairman of the board of the 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 66 














company, and Furber Marshall 
has been elected to succeed him 
as president. Mr. Marshall was 


| formerly president for 17 years 


of the Bendix Service Corp. and 
Marshall Asbestos Corp., subsid- 
iaries of the Bendix Corp. 





PHILA. HARDWAREMEN 
NOMINATE OFFICERS 


Officers for next year, to be 
voted on at the Jan. 4, 1944, 
meeting of the Hardware Mer- 
chants’ & Manufacturers’ Associa- 
tion of Philadelphia, were nomi- 
nated at the Nov. 16 meeting of 
the association held at the Down 
Town Club, Ledger Bldg., Phila- 
delphia, Pa. Jacob S. Disston, 
Jr., Henry Disston & Sons, Inc., 
present vice-president was nomi- 
nated to succeed Amos Herr, Herr 
& Co., Lancaster, Pa., wholesale 
hardware distributors, as _presi- 
dent of the organization. Frank 
L. Campbell, Fayette R. Plumb, 
Inc., was nominated for the office 
of vice-president and George A. 
Fernley, secretary-treasurer, 505 
Arch St., Philadelphia, was re- 
nominated for that office. 





SEEK RETAIL DEALER 
AID IN WAR BOND 
DRIVE JAN. 17-31 


The War Finance Division, 
U. S. Treasury Department, is 
now making plans for Retail 
Dealer participation in_ the 
Fourth War Loan Drive which is 
slated to run from Jan. 15 to 
Feb. 5, 1944, and is seeking 
more sales of bonds by em- 
ployees of retail hardware stores 
and other retail outlets in its 
campaign. It is urging retail 
stores to contribute advertising 
space usually devoted to adver- 
tising merchandise to the needs 
for the purchase of more bonds. 

In the Third War Loan Drive 
officials estimate that retail 
stores, large and small, con- 
tributed 80 per cent of the total 
bond advertising which amounted 
to 88,947 advertisements. Fur- 
ther details on the campaign and 
the efforts which the 
nance Division would like retail 
dealers to exert in that campaign 
will appear in the next issue of 
Harpware AcE. 


COAST GUARD TAKES 
BUTLER WAREHOUSE 


The Coast Guard has recently 
requisitioned the Butler Bros. 
warehouse in Jersey City, N. J. 
The quarters, from which the 
company serves its New York di- 
vision, covering New England 
and adjacent states, will be used 
until mid-December, after which 
time shipments on all goods ex- 
cept floor coverings and women’s 


War Fi- | 


| 





ready-to-wear will be made from 
the Baltimore, Md., distributing 
house. 


EDISON GEN. ELECTRIC 


HAS TWO NEW REGIONAL ~ 


SALES MANAGERS 


A. A. Borgemenke and Walter 
H. Bondurant, have recently been 
appointed regional sales mana- 
gers for Edison General Electric 
Appliance Co., Chicago, Hl. 
eastern and central regions re- 
spectively. The eastern region 
will consist of the sales districts 
of Boston, New York, and Phila- 
delphia. Charles P. Myrick will 
continue as district sales mana- 
ger at Boston. The central re- 
gion will comprise the Cleveland, 
Chicago, and Kansas City sales 
districts. L. E. Buxton will con- 
tinue as Chicago district sales 
manager, and A. W. Peterson as 
Kansas City district salesman. 

Mr. Borgemenke began his 
career with Hotpoint as a range 
and water heater sales specialist 
in the Cleveland district. Then 
he was appointed district sales 
manager of the Philadelphia dis- 
trict and later became district 
sales manager of the combined 
New York and Philadelphia dis- 
tricts, with headquarters in New 
York. Mr. Bondurant also began 
his career as a “Hotpoint” sales 
representative in the Chicago dis- 
trict. After being promoted to 
assistant sales manager of the 
appliance division at Chicago 
headquarters office, he was made 
district sales manager of the 
Cleveland district. 





GAERTNER ASS’T TREAS. 
B. F. GOODRICH CO. 


H. V. Gaertner, formerly assis- 
tant controller of the B. F. Good- 
rich Co., Akron, Ohio, since 1929, 
has recently been appointed as- 
sistant treasurer succeeding Ed- 
ward M. Martin, appointed to 
overseas service in the interna- 
tional sales division. Mr. Gaert- 
ner joined the Goodrich Co. in 
1916 as an accounting clerk. He 
served as a traveling auditor for 
a number of years, and as man- 
ager of the sales accounting de- 
partment, as budget supervisor 
and assistant auditor, before be- 
coming assistant controller. 

Edward M. Martin joined the 
company in 1920, after serving 
for 24 months in France and 
Germany during the war. After 
representing B. F. Goodrich Co., 
as credit manager in the Atlanta 
and New York districts, he went 
abroad as treasurer of the Good- 
rich Co., in France, from 1931 to 
1941. 
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WPB Clarifies, Simplifies 
Plumbing, Heating P-84 


All orders accompanied by OPA ration 
certificate assigned AA-5 rating. May no 
longer use CMP symbol MRO for steel, 


iron pipe, steel sheets for making repairs. 


To clarify and simplify restric- 
tions on plumbing and heating 
emergency repairs the War Pro- 
duction Board on Nov. 9 an- 
nounced an amendment to Order 
P-84, 

The revised order makes it 
clear that all orders accom- 
panied by an OPA rationing cer- 
tificate are assigned an AA-5 
rating. Previous _ restrictions 
were interpreted to apply the 
AA-5 rating only to orders for 
rationed equipment which was to 
be used for replacement pur- 


poses. 

List A of the order which 
names the items of equipment 
which are rationed by OPA 
Order 9A is brought up to date 
and the OPA regulation itself is 
designated as the only authori- 
tative statement as to what items 
are rationed. 

Persons wishing to obtain 
steel and wrought iron pipe and 
steel sheets for use in making 
repairs may no longer use the 
CMP symbol MRO (Mainte- 
nance, Repair and Operating 





supplies). Maximum permitted 
amounts of this material which 
may be purchased under CMP 
Regulation 4 have been increased 
sufficiently to meet requirements 
for maintenance and repair pur- 
poses, 

Provisions requiring that re- 
placed parts be turned in for sal- 
vage have been reworded to 
make it clear that replaced parts 
which can be repaired, other 
than on the job, should not be 
turned in for salvage. 

The revised order makes it 
clear that the AA-5 rating may 
be used to obtain materials, 
equipment or parts needed to re- 
pair domestic cooking appliances, 
commercial cooking and food 
and plate warming equipment 
and commercial dishwashers as 
well as to repair or replace 
equipment defined by the order 
as plumbing equipment or heat- 
ing equipment. 

Details of the order concern- 
ing sales of low valued items 
were also clarified by the revised 
order. 








Permit Inventory Increase 
On Rationed Stoves in 
Five Additional Areas 


Increased allowable inventories 
of all types rationed stoves have 
been extended to dealers and dis- 
tributors in five additional areas, 
the Office of Price Administra- 
tion announced on Nov. 15. 

The areas affected by this in- 
crease cover OPA Regions I— 
Boston (New England); Region 
IV — Atlanta (Southeastern 
States); Region V—Dallas 
(South Central States); Region 
VI — Chicago (Midwestern 
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States); Region VII—Denver 
(Rocky Mountain States). Re- 
cently an allowable inventory in- 
crease was granted to dealers 
and distributors in OPA Region 
VIII covering the Far West. 
OPA has found it necessary to 
increase allowable stove inven- 
tories of dealers and distributors 
so that they may operate more 
effectively under the increased 
monthly stove quotas—the num- 
ber of stoves which can be 





bought each month and for 
which purchase certificates are 
issued by local War Price and 
Rationing Boards. To care for 
the greater demand resulting 
from the larger stove quotas 
which have recently been allot- 
ed, dealers and _ distributors 
must have the larger working in- 
ventories allowed under today’s 
action. 

The percentages by which the 
allowable inventories are in- 
creased vary among the OPA dis- 
tricts in the regions and also by 
stove types. They are based on 
reports of proved need received 
in the national office from local 
OPA rationing boards. These 
reports show the number of ap- 
plications for specific kinds of 
stoves made at each board in the 
areas during the past few 
months. 

To determine the size of the 
inventory increase, local boards 
will multiply by the appropriate 





Dealer Galv. Pail 
Stocks for Anyone 


(Washington Bureau 
of HARDWARE AGE) 
Sales of galvanized pails by 

retailers may be made to 
one, WPB pointed out rece 
to clear up the misunderst 
ing by some dealers that 
farmers can buy them. Pri 
ties Regulation 19 provides 
that farmers have priority over 
other civilians in the purchase 
of pails, but not that other 
persons cannot purchase pails 
when the dealer has them 
available. 








percentage the dealer’s or dis 
tributor’s allowable inventory for 
each stove type granted at the 
time of registration. The per 
centage increases to be used for 
each OPA district and for each 
type of stove are indicated in Ra 
tion Order 9A, Amendment 4 to 
Supplement 1. 








Must Refuse Shipments 
Increasing Inventories 


Above L-219 Limits 


Merchants must refuse de- 
livery of merchandise which 
would cause inventories to - in- 
crease above the permitted 
limits of Order L-219, the War 
Production Board announced to- 
day in Interpretation No. 4 of 
the order. 

WPB cannot rule on the 
financial questions involved 
which must be left, in individual 
cases, to the courts, the interpre- 
tation said. 

Text of the interpretation fol- 
lows: 

A number of questions have 
been presented as to whether a 
merchant may cancel orders or 
return goods already received 
where he finds that this is neces- 
sary to keep his receipts of goods 
within the limits of L-219. 

The existence of a commitment 
to buy goods does not exempt a 
merchant from the restrictions of 
the order. He not only may, but 
must, refuse a delivery which 





would cause his inventory to ex- 
ceed the permitted limits. 
Whether, in refusing the delivery, 
he is protected against liability 
for breach of his purchase con- 
tract will depend on the appii- 
cable law of the jurisdiction in 
volved and the interpretation of 
Title III of the Second War 
Powers Act, which states that 8 
person is not liable for default 
under a contract or order which 
results directly or indirectly from 
his complying with a rule or 
regulation of the War Produc 
tion Board. This provision is 
also incorporated for informs 
tion purposes in Sec. 944.13 of 
Priorities Regulation No. 1. Since 
the War Production Board has 
no jurisdiction over financial pay- 
ments as distinct from deliveries 
and receipts of materials, the im 
terpretation of this provision % 
applied to individual cases must 
be left to the courts. 
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Lloyd Counter Display 


LLOYD GUARANTEED STARTERS 
No. FS-24 


With 10 FS-2 Starters for 15 and 20-watt 
And 10 FS-4 Starters for 30 and 40-watt 


List Price $6.35 pyercay 


Twist Type 
Lamp Holder 
Cat. 353 


: Showing ‘‘Lob- 
= = wits ster Claw” Dual 
starter Socket Leck Contact. 
No. 252. Simplest, 

5 Strongest. 


Patented Patented 


LLOYD WIRING DEVICES 


nba? 


7813-Brown 
LLOYD POLICY INSURES QUALITY 


7813-V—livory 
Representatives—Branch Offices—Warehouse Stocks in 23 
Leading Cities 


LLOYD PRODUCTS CO. 


Dept. HA-11, Providence 5, R. I. 
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CONSERVE 
BLADES 


There'snothing new about 
UNION hack saw frames 
saving blades, because 
of their firm grips and 
rugged construction. It's 
just that new importance 
is attached to conserva- 
tion. This makes it more 
important than ever for 
you to tell customers to 
“use UNION," the hack 
saw frames that adjust 
quickly and hold tight. 





HARDWARE COMPANY 


ro 


REC.US STABLISHEO (654 


TORRINGTON. CONN. 


NEW YORK OFFICE IS| CHAMBERS STREET 


67 
















Firms Subject to L-63 


No Longer Required to 
File WPB-825 (PD-336) 


Suppliers asked 


to keep own rec- 


ords of total net monthly sales 
from stock and total inventory of 


supplies at end 


(Washington Bureau 
of HARDWARE AGE) 

WPB on Nov. 13 eliminated 
the filing of Form WPB-825 
(formerly PD-336) for suppliers 
and distributors who operate 
under the terms of Order L-63. 

However, suppliers are now 
asked to keep their own records 
of total net monthly sales from 
gtock and total inventory of sup- 
plies at the end of each month, 
but they need not keep a sepa- 
rate record of each type of sup- 
plies. 

Although this may indicate 
that WPB is voluntarily cutting 
down its paper work 
ments this is not actually the 
case. The Office of Survey Stand- 
ards, which works jointly with 


require- 


A | 


ap 


of each month. 


| Bureau of the 








Another change clarified the| model and brand of machinery 


meaning of the fourth exemption 
from the order by substituting 
parts 


the phrase “rep!acement 


or equipment and adaptable to 
no other use” for the phrase 
“functional replacement parts 


| specially designed to fit only one | for machinery and equipment.” 


Budget officials, 


declined to approve a_ revision | 


of WPB-825 on the ground that | 
L-63 requires merely that sales 
and inventory figures be kept 
available for inspection and does | 
not compel the filing of a report. 

Allowing suppliers to maintain | 
their own records will be bene- | 
ficial to the larger members of | 
the industry, but it has been | 
pointed out to WPB that a reten- | 
tion of the form, with some modi- | 
fications, might benefit the 
smaller distributor. Smaller’ dis- 
tributers maintained that they do 
not possess complete recording 
systems in all cases, and existing 
accounting systems in smaller of- | 
fices may vary greatly. 
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Release Some Flashlight Batteries 


Manufacturers of flashlight 
batteries have been directed to 
distribute approximately 20 per 
cent of their fourth quarter pro- 
duction to farmers. Purpose of 
the directive is to make flash- 
light batteries immediately avail- 
able to farmers throughout the 
country to assist them in the care 
of young stock during the winter 
months. The WPB announced 
this on Nov. 9, 

Batteries now are being made 
at approximately 50 per cent of 
the pre-war output and this direc- 
tive makes about normal rural 
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RUBBER CO., INC. 


ADELPHIA 32, 


For Use of Farmers 


consumption available through 
farm outlets. Manufacturers are 
directed to allocate specific num- 
bers of batteries among farm dis- 
tribution outlets on the basis of 
past purchases or other equitable 
methods. The directive does not 
change operation of preference 
ratings in any other particular 
and AAA and certain other 
orders are not affected. 

It is understood that 10 man- 
ufacturers have been given quotas 
to be filled between Oct. 29 and 
Dec. 31 for distribution to farm- 
ers, 
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pracqpowe® 


ON THE HOOF 





with PHOENIX and 
JUNIATA 


horse and mule shoes 


Horsepower remains ‘“‘on 
the hoof’ longer when 
they’re shod with the cor- 
rect shoes. And, during 
times like these, when 














conservation is a must, 
dealers, horse owners and farriers all appreciate the 
lasting qualities of Phoenix and Juniata shoes. 

And, it’s no wonder . . . they are made of the finest 
open hearth steel fashioned to a wide range of sizes all 
exactly punched and creased. These are the shoes that 
give work animals extra push . . . and give dealers the 
satisfaction of knowing they have sold a good product. 


Other PHOENIX Products 


Toe calks, turned heel and toed and heeled shoes, sport 
shoes, chain hooks, tractor spuds, drop forge welding 
flanges, slip-on flanges and commercial forgings are a 
few of the items that make Phoenix products so de- 
sirable with dealer and customer alike. 


Have you this FREE book? 


It explains, with plenty of photographs, 
the care of feet of horses and mules. Easy 
to understand . . . interesting . .. en- 
dorsed by leading horsemen. It’s FREE 
to your customers. Write for your free 
copy and details of distribution. 







PHOENIX MANUFACTURING COMPANY 
Largest manufacturer ff} norld 


J ! 
se and mule shoes and calks in the 


JOLIET, ILLINOIS 
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TAPE IS BETTER 


when it’s made by a manufacturer 
of insulated wires and cables 


The primary function of splicing tapes is to replace original 
electrical insulation where wires are joined or terminated. The 
secondary function is to make mechanical repairs. Therefore, 
in addition to its adhering qualities, any tape selected should 
have (1) good electrical characteristics and (2) high mechani- 
cal strength. 

PANTHER and DRAGON Tapes excel in these qualities 
because they are produced by a company which, for over 65 
years, has manufactured the highest grade wires and cables. 
All the experience, research and technical skill used in develop- 
ing and compounding wire insulation has likewise taught us 
how to make long-lived, firmly adhering, weatherproof tapes 
that ensure electrical and mechanical strength. 

Developed and made by experts in electrical insulation, 
PANTHER and DRAGON Friction and Rubber Tapes fully 
meet all the requirements of A.S.T.M. and Federal Emergency 
Specifications. 







































PANTHER 
eee. SOLD THROUGH 
’ RECOGNIZED 
EACH OFFER “eee 
FRICTION INDEPENDENT 
w 
AND RUBBER HOLESALERS 
TAPES 
RUBBERTAPE FRICTION TAPE 
1, Guaranteed Footage 1, Guaranteed Footage 
2. High Grade Compound 2. Substantial Fabric 
3. High Tensile Strength 3. High Tensile Strength 
4. High Elongation 4. High Adhesive Strength 
aoe 5. High Dielectric Strength 
- pacar ey ae 6. Uniform Thickness 
7. Excellent Fusion 7. Uniform Width 
8. High Insulation Resistance 8. Excellent Tackiness 
9. Excellent Tackiness 9. Strong, Durable Core 









_ 


0. Colorful, Attractive Boxes 





10. Colorful, Attractive Boxes 
3466 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 


HAZARD INSULATED 2 DIVISION OF 
WIRE WORKS { THE OKONITE CO. 


WILKES-BARRE, PENNSYLVANIA * OFFICES IN PRINCIPAL CITIES 


















































Rope Makers Must Set Aside 


Specified Percentage for 
Non-Military Orders Only 


Cordage manufacturers hence- 
forth are required to set aside 
specific percentages of their total 
production of manila rope, agave 
rope, and jute rope for non-mili- 
tary orders under provisions of 
Order M-84 (Cordage Fiber, Cor- 
dage Yarn and Cordage) as 
amended Oct. 29 by the War 
Production Board. 

As provided by the order, the 
following percentages of the total 
production of these three types 
of cordage will be reserved for 
civilian consumption: Manila rope 
i2 per cent; Agave rope (sisal) 
23 per cent; and Jute rope 60 
per cent. 

Such cordage can be used for 
fulfillment only of non-military 
orders and cannot be delivered 
against Army, Navy, Maritime, 
and War Shipping Administra- 
tion orders. The order makes clear 





that delivery of rope for harbor 
and river tugs, ferries, barges, 
stevedoring, and fishing, and wire 
rope centers, is classed as non- 
military so long as the orders are 
not placed by government agen- 
cles, 

The percentage for civilian use 
established by this action may be 
varied from time to time as in- 
creased deliveries to particular 
claimant agencies may become 
necessary. 

To implement the order, WPB 
will assign to each processor 
quotas of his total production 
which he must set aside for non- 
military purposes. These may be 
greater or less than the percent- 
ages above, based on the ratio 
that the processor’s production 
of rope for non-military purposes 
during 1941 bears to the total 
production of rope for these pur- 











poses during that year. It is 
made plain that rated orders— 
except those rated AAA—must 
not be filled if they interfere 
with delivery of non-military 
quotas. Any dealer or distribu- 
tor receiving rope under the non- 
military quota must not deliver 
the rope to any other person ex- 
cept on non-military orders. 
Under the order, directives may 
be issued specifying percentages 
of the non-military quota to be 
set aside for particular claimants 
or particular end-uses to assure 
fulfillment of any non-military 
need through direct allocation. 
Likewise, directives may be issu- 
ed to processors and dealers to 
establish emergency stocks of 
rope for maritime use whenever 
this procedure is deemed neces- 
sary. 
The order also covers the sub- 
ject matter of Order M-36 (Ma- 
nila Fiber) which was revoked 
simultaneously with amendment 


of M-84. Likewise, Interpreta- 
tion No. 1 of Order M-84 was re- 
voked since its provisions have 
been written directly into the 
order. 


A large number of controls 
over the production and use of 
cordage already in effect through 
WPB orders and directives are 
centralized into the amended 
order. 


STEEL FOR SLIDE 
FASTENERS, ETC. 


WPB has removed all restric- 
tions on the use of steel in the 
production of hooks and eyes 
and snap fasteners, except those 
made in critical labor market 
areas. 

At the same time, WPB, by 
amending order L-68, lifted the 
ban on the production of slide 
fasteners of more than 27 inches 





in length, for civilian use. 





\ 


ministration, on 
meeting Fed. Spec. No. 








WITT Cans Nos. 1, 2, 3, 7 and 9% 
are, at present, available only to the 
U. S. Army, Navy, Maritime Com- 
mission, and the War Shipping Ad- 
“preferred orders,’ 
RR-C-81. 


they give extra 
under the hardest 


* Gave the Seray—in WITT CANS 


The WITT CORNICE COMPANY, CINCINNATI 14, OHIO 
"ORIGINATORS OF THE CORRUGATED CAN" 


Serving Best When 
Needed Most. ee 


fee Can 


Today ... with replacements harder 
to get ... these fine quality WITT 
Cans are proving their worth when 
worth is needed most. For storage, 
waste disposal, or fire protection, 


wartime service 
usage and abuse. 





Witt Oily Waste Can 


Underwriters’ Laboratories, Inc. 


Approved by 
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YESTERDAY... 


i age Economaster Heaters — Top Line 
“ S$ re- 


isions have 


y into the Fans and Appliances. 


of controls 
und use of 
ct through 


ectives are 
amended TODAY... 


mu Happy Valley Baby Furniture, Cin- 


ee. derelia Step Stools, Moto -Home 


all restric- 
eel in the 


and eyes Utility Cabinets, Top Line Toys, 


sept those 


r market Guns, Carts, Swings, and the Top 


WPB, by , 
lifted the Line Home Dehydrator. 


inches I’m On A 
TOMORROW... Payroll Now 


All these — and NEW HOME 
APPLIANCES, TOO! 





Y first job . . . and me 48 years old. I’ve deserted 
the bridge table for a part-time essential job. That 
Live Distributors—Write NOW, Dept. H-1 doesn’t leave much spare time to do the cooking and 
marketing . . . but with the help of my Grand Range 
I manage nicely. I can whip up good meals in a hurry, 





° 
either on the top burners or quick oven casseroles. 


After the war, when I go back to being a full-time 
housewife again, I can do more baking and fancy cook- 


LEY ASSOCIATES ing. By then I'll be ready for a new 


range—and from the way this one has 


ie myn. 


TENNESSEE VAL 





proved itself—nothing will do but an- 
other new Grand. 


8 W # te WHEN PEACE COMES...IT WILL BE GRAND 
Uy ar baile oday—. ee 


Top Line Appliances tomorrow! 





ECONOMASTER IS THE TOP LINE HEATER 
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Wholesalers Report They 
Received 53.7 Per Cent of 
Goods Asked on Rated Orders 


(Washington Bureau 
of HaARDWARB AGE) 



















The best record was 75 per 
cent of goods received on rated 
orders in this eight-month pe- 
riod. WPB expects deliveries to 
continue improving, and _ even- 
tually place more goods on re- 
tailers’ shelves. 

The report of these 10 dis- 
tributors as to their stocks on 
hand compared to previous years 
also showed an average improved 
position. Percentage of inventory 
on hand Oct. 1, as compared to 


Figures submitted to WPB by 
a group of the nation’s leading 
wholesale hardware distributors 
show that they were able to get 
an average of 53.7 per cent of 
the goods they had ordered on 
rated orders, between Jan. 1 and 
Sept. 1, 1943. 

Officials say that this is higher 
than figures submitted for previ- 
ous months and that the figure 


and special accuracy gages of 12- 
inch or greater dial diameters. 

Additional ranges in the 3%- 
inch and 24-inch gage sizes were 
permitted. Firefighting equip- 
ment uses both pressure and 
vacuum gages, and the amended 
schedule permits the simplified 
production of these gages in one 
instrument. 

The restriction on brass cases 
was modified to permit them for 
the 4%-inch and 6-inch gages 
manufaciured with a solid front 
for use with compressed gases 
such as hydrogen, oxygen, nitro- 
gen, helium, acetylene and car- 
bon dioxide. This was _per- 
mitted as a safety precaution. 


RELIEF FOR MAKERS 





Jan. 1, was 87.6 per cent; Oct. 1, 
1943, as compared to Jan. 1, 
1942, 54.4 per cent; and Oct. 1, 
1943, as compared to Jan. 1, 
1941, 66.9 per cent. 


L-140-b Specifies Items, Types 
of Plated Flatware, Hollow Ware 










































will be higher when final tabula- 
tions are made, since it takes 
varying lengths of time to de- 
liver certain types of goods. 











The relatively simple cutlery| Nothing in the new order L- | 
| order L-140 issued May 30, 1942, | 140-b restricts production or sale | 
limited the production of various | of sterling silver flatware or hol- | 
| types of cutlery until July 1,| low ware. Repairs and replating 


1943. On that date a new order 
L-140-a was issued, describing in 
far more detail, the production 
limitations on all class of cutlery | 
except hollow ware and flatware. 
Except as to hollow wate aud | 
flatware, the original order L-140 | 
was made void on July |. 

WPB effective Nov. 5, issued 
a new order L-140-b detailing for 
plated flatware and hollow ware, 
the exact items and types of pro- 
duction permitted. This 
supplements L-140-a and 
pletes the voiding of the original 
general cutlery order L-140. 

The new order provides for a 
small amount of nickel for plat- 
ing under 


or refinishing materials, also are 
limited. 


} 
| not 


REDEFINE “INDICATING 
DIAL PRESSURE GAGES” 


The indicating | 
| dial pressure gages was changed 
to make it clear that it applies to 
pressure instruments in 


definition of 


either 
square cases through 
Nov. 12 by the War 
Production Board of an amended 
Limitation Order L-272. 
The amended Schedule IV of 
| L-272 permits some types and 
features of gages to be manufac- 
tured for special purposes. These 
exceptions represent special types 


round or 
issuance 
order 


silver or chrome to 


produce a more durable grade | of gages which are manufactured 
of flatware. as “specialties” by instrument 
Alloy steel flatware may now manufacturers who are not gen- | 
be made for restaurant and insti- | erally considered to be a part of 


tutional use from alloy steel in| the pressure gage industry, the 

distréssed stocks. Only two pat-| Radio and Radar Division of 

terns may be manufactured in} WPB said. The few pressure | 
either grade or in alloy steel flat-| indicators which they produce | 
ware. are designed for special applica- | 
Until Jan. 1, 1944 no manufac- | tions and are generally used in | 
} turer of flatware may use more | conjunction with other types of 
than 35 per cent of his average | industrial instruments. Typical | 
| quarterly use of steel or other| of these added exceptions are 

metals during the base period | automotive type gages, gages for 


July 1, 1940-June 30, 1941. 
i Commencing Jan. 1, 1944 WPB 
| will issue production quotas for | 

flatware to each manufacturer, 
| Since Nov. 5, 1943 no manufac- 
| 
turer shall produce any hollow | 
} 
| 
; 


stationary combustion engines 


ware except from gold or silver, | 
from steel 
process before Nov. 5. 


or except already 
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OF STORE FIXTURES 
Store fixture manufacturers 
customarily selling on long-term 
contracts, who are unable te con- 
tinue production under their ex- 
isting maximum prices, have been 
granted a means of securing 
relief by OPA revision of Price 
Regulation 188. OPA will grant 
adjustments of present ceiling 
prices of such manufacturers, 
provided: (1) That present max- 
imum prices for store fixtures are 
below the manufacturer's total 
costs to make and sell, and that 
they are lower than the highest 
price at which the manufacturer 


FURTHER SIMPLIFY 
WHEELBARROW LINES 


By a new schedule to WPB 
order L-157, the number of 
wheelbarrow models has been re- 
duced from 80 to 10, with final 
effective date to be Dec. 21. The 
revised schedule prohibits the 
manufacture of wheelbarrows 
with two wheels, and limits man- 
ufacture of other wheelbarrows 





to the simplified specifications 
established. 

Steel wheelbarrows must con 
form with the maximum capa- 
cities and weights, and the desig- 
nations and gages of trays 
specified. Included are: 


Style S2 (Type A) 3 cubic 
feet, maximum 70 lb., 16 to 18 
gage; Style S4 (Type C) 4 cubic 
feet, maximum 125 lIb., 12 to 16 
gage; and Style S6 (Type B) 6 
cubic feet, maximum 130 Ib., 12 
to 16 gage. 

Each maker must use one gage 
| only for each type tray, and may 


substitute wood handles for 
steel. Others permitted are: 
Style S17 (Type D) 5 cubic 


feet, maximum 85 lb., 14 to 16 
gage; Style S18 (Type D) 5 
cubic feet, maximum 85 lb., 14 to 
16 gage; and Style S19 (Type 
D) 5 cubic feet, maximum 85 
ib., 14 to 16 gage. 

Makers may choose but one 
size in this group, and may sub- 
stitute steel handles for wood. 





contracted to sell during or prior 
to March, 1942. (2) That the loss 
of the manufacturer’s output of 
certain store fixtures would result 
in higher prices from other | 
sources, to his customers, for the 


same or comparable products. 


Wood wheelbarrows may be of 
any design or shape; however, 
al] parts must be of wood or 
other non-metallic material, ex- 
cept the joining hardware, tray 
braces and wheels, which may be 
of iron or carbon steel. 








Extend Time Limit on 
Farmer Ammunition Buying 


The War Production Board on 
Nov. 11 announced an extension 
of the time limitation on other 
than farmer and rancher pur- 
chases of shotgun and rifle am- 
munition, to enable manufac- 
turers to fabricate and whole- 
salers to distribute their allot- 





ments provided under Limitation 
Order 
1943. 

Issuance of the amendment to 
the order on Nov. 11 advances the 
valid date for purchases of shot- 
gun and rifle 


L-286-a issued Aug. 25, 


ammunition from 


| the 


Nov. 15 to Dec. 31, 1943. The 
ammunition referred to covers 
the 82,500,000 shotgun shells and 
12,000,000 cartridges made avail- 
able as a supplemental program 
to harvest game and destroy pre- 
datory animals. 

Production of this ammunition, 
according to the Government Di- 
vision of the WPB, has been 
slower than anticipated, with a 
consequent shortage of stocks on 
the retailers’ shelves. 
materials have now been de- 
livered to the five ammunition 
companies in the country and it 
is expected that shipments under 
the program will be accelerated 
shortly, with retailers receiving 
shells and _ cartridges ip 
ample time to allow hunters’ 


All raw 


| quotas before expiration of local 


hunting seasons. 


HARDWARE AGE 
































LIFY 
LINES 

to WPB 
unber of 
s been re- 
with final 
. 21. The 
ibits the 
elbarrows 
mits man- 
elbarrows 
‘ifications 


nust con 
mm capa- 
he desig- 
f trays 


3 cubic 
16 to 18 
. 4 cubic 
12 to 16 
pe B) 6 
) Ib., 12 


me gage 
and may 
les for 
re: 
5 cubic 
4 to 16 
YD) § 
b., 14 to 
(Type 
mum 85 


ut one 
ay sub- 
wood. 
be of 
owever, 
ood or 
al, ex- 
e, tray 
may be 


ing 


}. The 
covers 
ls and 
avail- 
ogram 
y pre- 


lition, 
nt Di 
been 
‘ith a 
ks on 
| Taw 
1 de- 
nition 
nd it 
inder 
rated 
iving 
5 ip 
iters’ 
local 


i\GE 


Gift of 


o PURITAN 


SASH CORD 
to Adolph 

with our 
compliments 
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strong Puritan Sash 

Cord for Adolph's 
sli and for his crooked part- 
ners, too! Uncle Sam is using a 

tremendous amount of Puritan 
Sash Cords in the war effort to 
help hang these birds. We're 
working 24 hours a day to sup- 
ply our Uncle and also to meet 

} your requirements. So if you're 
having priority problems or de- 
livery delays, remember, we're 
doing our best, but 






| 
Here's a loop of | 





Ds Ay 
<0) 








| and all the fittings that go with them. 





the government 
gets served 









PURITAN 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


Mf'rs. of sash cord, clothes line, and braided and twisted cotton cords 


NOVEMBER 25, 1943 





ing a more satisfactory chain volume. 












rings the cash register more 
and louder because first of all the /ine is complete 


—a size and type for practically every chain job 





















Equally important is customer acceptance. For its 
safety, strength and dependable performance in 
service, “Inswell’” Electric Weld Chain is classed 


s “tops.” 


Too, CM’s years of chain making for industry, 
farm and home carries the added assurance to 
dealers and jobbers alike that here is a manufac- 
turer and a line of chain that can be depended 


upon for cooperation in building and maintain- 






CALL YOUR JOBBER 
He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 












MBUS-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


172 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND SON 
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Adjustable Pricing Contracts on 
Machinery, Parts and Services 


Allowed by OPA in Some Cases 


Permission for sellers, lessors 
or suppliers of machines and 
parts, and machinery services to 
enter into adjustable pricing 
contracts pending OPA action 
on an application for adjustment 
of the sellers’ maximum prices 
was authorized today by the Of- 
fice of Price Administration. 

To define clearly just what 
type of adjustable pricing is per- 
mitted, OPA added to the regu- 
lation establishing maximum 
prices for machines and parts, 
and machinery services, the same 


standard adjustable provision 
that has been added to other 
regulation. 


The seller may agree with the 


buyer (or lessee) to charge a 
price which can be increased up 
to the maximum price in effect at 
the time of delivery if (1) a re- 
quest for a change in the ap- 
plicable price is pending; (2) 
authorization is necessary to pro- 
mote distribution or production; 
and (3) it will not interfere with 
the purposes of the Emergency 
Price Control Act of 1942, as 
amended. 

(This action was taken through 
Amendment No. 104 to Maxi- 
mum Price Regulation 136—Ma- 
chines and Parts, and Machinery 
Services—and become effective 
Nov. 9, 1943. 











Ash, Garbage Can Ceiling Prices 
May Be Set by OPA Region Heads 


Regional OPA administrators 
on Nov. 4 were authorized by the 
Office of Price Administration to 
establish dollars-and-cents maxi- 
mum prices for wholesalers and 
retailers of ash and garbage cans. 
OPA said this action was taken 
to prevent price increases at dis- 
tribution levels of these contain- 
ers because of a shortage of 
them. 

To prevent price increases at 
distribution levels, due to short- 
age of ash and garbage cans, re- 
gional administrators of OPA on 


Nov. 4 were given authority to | 
establish dollars-and-cents maxi- | 


mum prices for wholesalers and 


retailers of these commodities 


by the Office of Price Admin- 
istration. 

When a regional OPA office 
now establishes specific prices, it 
will prevent the pyramiding of 
mark-ups by jobbers, which has 
been contributing to high retail 
prices for these containers. Manu- 
facturers’ ceiling prices of the 
} cans have already been estab- 
lished under Maximum Price 
Regulation 188, OPA said. 

This action was taken through 
Amendement No. 50 to Revised 
Supplementary Regulation No. 14 

(Modification of Maximum Prices 
for Certain Commodities, Ser- 
| vices, and Transactions). effec- 
tive Nov. 10. 1943. 











4TH QUARTER ICE 
REFRIGERATOR QUOTAS 


A total of 61,694 domestic 
ice refrigerators may be pro- 
duced by manufacturers in acute 
or stringent labor shortage areas 
during the fourth quarter of 
1943, the War Production Board 
has been announced in an amend- 
ment to Schedule V of Order 
L-7-c. 

Schedule V as originally issued 
limited fourth quarter produc- 
tion of domestic ice refrigerators 
in areas which on Oct. 1, 1943, 
were classified as Group I or 
Group II Labor Areas by the 
War Manpower Commission, to 
the number actually produced 
during the third quarter. To- 
day’s amendment represents no 
change in these original provi- 
sions. It merely assigns exact 
quotas to each manufacturer in 


| ance with his third quarter pro- 
| duction. 

Exact figures on actual third 
quarter production were not 
available at the time quotas were 
assigned by Schedule V for the 
fourth quarter. 


CUT JACK SIZES AND 
MODELS IN L-322 


The War Production Board on 
Nov. 8 issued an order simpli- 
fying and standardizing the 
models and sizes of mechanical, 
hydraulic, air and _ electrically 
operated jacks. 


The Automotive 


whose jurisdiction this new order, | mined in accordance with OP A’s 


L-322, will be administered, will | 


thus reduce the number of jack 
models from 403 to 225 and the 
number of sizes from 1825 to 864. 
There are approximately 40 jack 
manufacturers in the industry 
with an annual dollar sales 
volume of approximately $30,- 
000,000. 

Two new schedules of per- 
mitted models and sizes are in- 
cluded in the order, which re- 
stricts manufacture after Nov. 1, 
1943, to the simplified and 
standardized capacities, sizes and 
models set forth. In order to en- 
sure equitable distribution to es- 
sential civilian users, it is also 
ordered that 25 per cent of each 
month’s non-military production 
of 3, 5, 8, 13 and 20 ton port- 
able, upright hydraulic jacks is 
to be set aside and held avail- 
able for delivery against orders 
rated on forms WPB-541 and 
WPB-547. 


LUGGAGE SALES ARE 
SUBJECT TO MPR-476 


Every sale of leather or non- 
leather luggage, whether of newly 
purchased items or of stock al- 
ready on dealers’ shelves, is sub- 
ject to provisions of the recently 
issued maximum price regulation 
for luggage, MPR 476, the Office 
of Price Administration said on 
Nov. 8. 

This statement was made in 
response to inquiries reaching 
OPA from the trade, members 
of which mistakenly interpreted 
the regulation as applying only 
to sales of luggage items speci- 





fied in the War Production 


| Board’s Limitation Order L-284. 





WPB, 


Division of the under 





Group I or Group II in accord- 
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The regulation does not, how- 
ever, apply to small leather goods, 
such as billfolds, key containers, 
cardcases, and the like. 
Ceiling prices must be deter- 


regulation and plainly stated on 
tags attached to every article of 
luggage offered for sale by man- 
ufacturers after Nov. 1; by job- 
bers after Nov. 15, and by re- 
tailers after Nov. 30. 

While the WPB order does 
except from its control certain 
very low-priced articles of lug- 
gage, sales of all such items are 
definitely covered by the OPA 
regulation. 


-_—_- 


SURVEY PLANTS FOR 
CIVILIAN ITEMS NOT 
BANNED BY “L” ORDERS 


Arthur D. Whiteside has asked 
the Smaller War Plants Corp. tw 
make a survey of plants which 
are able to produce about 700 
civilian items not prohibited by 
“L” orders. The products are 
those on which production is 
now permitted, and _ include 
goods in both textile and metal 
lines. It will mean no flood of 
civilian production, but a pos- 
sible increase of permitted items 
in the first quarter of 1944. 

Plants must be small, must 
have produced the articles in 
question, must not be engaged 
in war work, and must stay with- 
in the limitations of “L” orders 
applicable to the product. 

It appears that OCR is at- 
tempting to put some life into 
smaller manufacturing plants that 
have been barely hanging on. A 
report from SWPC is expected 
by Nov. 15. 

There is also an indication in 
WPB that plans are being made 
to scrap many of the “L” orders. 
and one official predicts that « 
large number of these orders may 
be dropped at one time, and that 
a huge flood of civilian produc 
tion will be unleased  simu!- 





taneously. 








. 


WPB Clarifies Term 


“Procuring Claimant Agencies” 


The term “procuring Claimant 
Agencies” has been clarified by 
an interpretation announced by 
the War Production Board today. 

The procuring Claimant Agen- 
cies are: (1) War Department 
(including Ordnance), (2) Navy 
Department, (3) Maritime Com- 
mission, (4) Aircraft Resources 
Control Office and (5) the Office 


of Lend-Lease Administration, 





the War Production Board an- 
nounced. 

In some instances, the treat- 
ment of orders by such Claimant 
Agencies differs slightly from 
that in the case of other Claimant 
Agencies. The term is used in 
Direction No. 3 to CMP Regula 
tion No. 3, which points out that 
all procuring Claimant Agencies 
must place allotment numbers on 
their orders. 

This clarification, contained in 
Interpretation No. 20 to CMP 
Regulation No. 1, points out that 
other than those Claimant Agen- 
cies appearing above are some- 
times referred to as non-procur- 
ing Claimant Agencies. 
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3 EFFECTIVE TIPS 
TO HELP YOUR 
PLANT FOOD SALES! 














1. Suggest Early Buying! 


By getting your customers to order 
their Vigoro and Vigoro Victory Gar- 
den Fertilizer early, you help ease your 
sales problems during the rush season in 


$85 
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V/GORO 


Complete Fis art 
THE, SOUMRE MEAL | 


practical, or more welcome one for your 
gardening friends (and they’ll all be 
growing Victory Gardens!) than these 
famous complete plant foods? 


the Spring. 
2. Feature as a 
gifts. Where could you find a more 


Christmas Gift! 


This is a year for practical Christmas 


























3. 


Take 
Advantage 


Vigoro and Vigoro 
Victory Garden 
Fertilizer will be 
promoted in power- 
ful national maga- 
zine and newspaper 
advertising from 
coast to coast. Tie 
in by making your 
store gardening 
headquarters .. . 
VIGORO HEAD- 
QUARTERS! 


Products of Swift & Company 





























% Among the millions of 
Americans who buy Bonds for 

Victory—who labor on War jobs, are those 
who have not always enjoyed the freedom and security 
of our shores. These men and women, who have 
adopted this land as their own, contribute perhaps 
even a greater share than we who claim the privileges 
of America as a birth-right. In their hearts, there’s 
joy and unparalleled gratitude for the benefits American 
citizenship has granted them. 





MIKE GORDON 


One of these loyal, liberty- 
loving Americans is Mike 
Gordon, 38 years with 
Greenlee. From White Russia 
he came in 1904, after serving 
as a soldier in the Russo- 
Japanese War. His memories 
of early manhood never fade 
—memories of half-starved, 
ill-clothed people eating 
boiled straw as food—wear- 
ing bark of trees swathed in 
rags as shoes. Nor will he 
forget the abundant life 
America has afforded him. 
As Mike simply states it, 
“Here, I appreciate the bare 
sidewalks I walk on’! Yes, today he’s buying bonds. In photo 
at upper left, he is shown inspecting a $1000 certificate—one 
of several he has purchased from Uncle Sam to safeguard his 
adopted country. On war production he does his bit, too, in 
the Greenlee bit shop, helping to make quality tools for 
America’s fighting needs. 
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WPB Planning 


New Civilian 


Goods Directive 


( Washington 
otf HARDWARE 


Bureau 


AGE) 


\ sweeping new civilian goods | tories, 


directive, which would expand 
the list of permitted civilian 
commodities, is being planned by 
WPB. In planning the new di- 
rective each division of OCR 
will submit a list of items which 
would be reserved at the manu- 
facturing level for ultimate dis- 
tribution to civilian outlets. 

Army expected 
but WPB hopes to gain support 
from other strong 


opposition is 
Government 
The Army would have 
this directive covered with “safe- 
guards” which, it is contended, 
would destroy its effectiveness. 
The new directive would not 
only include OCR Class B prod- 
ucts, but would also cover other 
OCR might 
to the civilian 


sources, 


goods which class 
as essential 
economy. 

Since OCR’s inception officials 
have been seeking plan 
which might assure the materials 
allotted to OCR flowing into 
essential civilian production and 
equitable distribution of end- 
products through established out- 
lets. 

This new directive is along the 


some 


lines of the original which was 
scrapped in August because of 
Army pressure. The compromise 
directive, which applies to 1943 
fourth quarter production, in- 
cludes only 29 of the 46 sched- 
uled items. Although this direc- 
tive still allows the Army to take 
end products upon presentation 
of sufficiently high preference 
ratings, OCR officials say they 
are pleased with the results that 
have been achieved. 

A suggestion has also 
made which would allow the mil- 
itary to dip into civilian stock- 
piles only if approved by OCR, 
and if provisions are made for 
replacing the stocks that 
taken. Should a directive incor- 
porating these points become ef- 
fective civilians will be assured 
of getting the goods which OCR 
allots to civilian manufacturers. 

However, this plan is still in 
the whisper and 
brought into the open will un- 
doubtedly bring down the wreth 


been 


are 


when 


stage, 


| new WPB scheme would prevent | 


| this system of revolving inven- 
and once released 
| goods would remain in 
| hands. 

If the Army opposes a plan of 
this nature the question arises 
as to what their attitude will be 
when WPB begins its mid-war 
conversion, accompanied by 
scrapping of more limitation or- 


the | 
civilian | 


ders than are presently being 
knocked out. While Army spokes- 
men admit that some relaxation 
of “L” orders is necessary they 
will fight to have material con- 
trols retained until final victory 
is won. 

Reliable sources believe that 
this long-standing struggle be- 
tween the Army and champions 
| of civilian production may even- 
tually up in the White 
House for arbitration. With an 
election coming up the President 
would probably decide in favor 
of relaxing the bonds on civilian 


goods. 


wind 








In order to remove an inequity 
by defintion of “ware- 
and “dealers,” the War 
Production Board Nov. 4 issued 
General Preference Order M-21- 
b-2, as amended. 


caused 


houses” 


The amended 
order provides that a distributor 
may be classified as a warehouse 
as regards one product and as a 
dealer as regards another. This 
redefinition takes care of situa- 
tions in which a dealer received 
one product (such as nails) di- 
rect from a producer, and thus 
became classified as a warehouse. 
Such classification gave him 
barred him from dealing in an- 
other product 


a 
| 
base tonnage in nails alone and 


(such ds galvan- | 


Amended M-21-b-2 Redefines 


Terms “Dealer,” “Warehouse” 


| ized sheets) which he might have 

bought from warehouses, 
the orignal order prohibited a 
warchouse from dealing in any 
product for which it had no base 
tonnage. 


The amended order also pro- 


vides that orders placed with 
warehouses by dealers shall be 
given the status of authorized 


controlled materials orders only 
after the 
house. This will permit ware- 


acceptance by ware- 
available 
material equitably among their 


houses to distribute 
dealer-customers, rather than he 
forced to fill early orders in full 


to the detriment of late comers. 








Recent conferences in Wash-/ 
ington and New York with vari- 
ous types of retailers, at which 


the Office of Price Adminisira- 
tion continued to accumulate 
facts and suggestions looking | 


toward a simplified, single price 
regulation for retail stores, were 
followed by other conferences in 
Chicago as well as Washington, 
OPA has announced. 

Hardware furniture 
stores, mail order houses, house- | 


stores, 


to-house retailers, chain and in- 
dependent depart- 
ment stores, variety and 


stores, 


drug 


stores 





of Army supply officers, now con- 


| 


fronted with overstuffed ware | 
houses bulging with consumer | 
durables. 


\ proposal sponsored by War | 
Mobilizer James Byrnes would | 
require the Army to release some | 
of these warehouse stocks, but 


would allow them to replace them 


with newly made products. This | § 
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| night 


retail clothiers and furnishers 
ae : ; 

are included in consultations be- 

ing held in the current fort- 

between store representa- 


| 
| 
| 
| 





| three 


Discussing Single Simplified 
Price Regulation for Retailers 


tives and Byres H. Gitchell, head 
of the Retail Distribution Branch, 
OPA Consumer Price 
Division. Keeping in constant 
touch all features of the 
complex investigation is Regan 
P. Connally, of the 
division. 
Problems 


Goods 
with 
director 
at the 


main to 
which 


discussed 
conferences relate in the 


broad _ principles, 


jare based on suggestions made 


to OPA by sub-committees of an 
informal Retail Council, com- 
posed of a number of the coun- 
try’s leading retailers. 

These principles include use of 
“historical mark-up” as_ the 
control for maximum 
most kinds of retail 


a 


over-all 
prices 


in 





. | 
since | 


stures. Accompanying this would 
be dollars-and-cents ceiling 
prices for a limited list of criti- 
cal low-cost items other than 
food. The third feature would be 
fixed, limited mark-ups for cost- 
of-living commodities other than 
food that are listed in the Gen- 
eral Maximum Price Regulation, 
but applied to the commodities 
only below certain selling price 
levels yet to be established. 

When a draft of a regulation 
has been prepared in cooperation 
with the sub-committees of the 
Retail Council, it is to be sub- 
mitted to a future meeting of 
the Retail Council for discussion. 
No commitment has been made 
as to action after that 
OPA said. 


Many of the current discus- 


point, 


sions, OPA said, include facts 
and suggestions from retailers 


bearing on the need to overcome 








current shortages in the supply 
of many low-price necessities. 

More than 400,000 retail stores 
would be affected by the new 
regulation if, in the end, its is- 
suance appears practicable, OPA 
said. Success in composing such 
an order would make possible re- 
placing with it, in the retail field. 
a considerable list of separate 
price control measures, for it 
would cover virtually all com- 
modities sold at retail except 
food, fuel and a limited number 
of other items. 

Conferences with retailers ate 
part of the earliest stages of an 
investigation that was decided 
upon at a meeting of the chair- 
men of sub-committees of the 
Retail Council, which was held 
in New York Oct. 19 and 20. 

Conferences since Monday. 
Nov. 8, including those planned 
up to Monday, Nov. 22, are as 
follows: 

Headed by Harry E. Kaiser. 
Philadelphia, president, NRHA. 
members of the Council’s sub- 
committee on hardware retailers 
met with Mr. Gitchell 
Wednesday. Nov. 10. 


on 


PERMIT MORE TIN 
FOR SOLDER USE 


The War Production Board on 
Nov. 3 issued General Preferenc: 
Order M-43, as Amended, relax- 
ing restrictions on the tin con 
tent of solders where it has been 
found that higher tin content is 
necessary. Previously this high- 
er content could be used only 
upon the granting of appeal. But 
under the amended order specific 
provisions permit higher tin con- 
tent, in some cases above 21 per 
cent, for certain solders, thus re- 
ducing paper work: Careful sur 
vey has shown that the higher 
tin content solders permitted wil! 
actually result in a saving of tin 
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Congress Issues Preliminary 
Report on Surplus Goods 
Problem in Post-War World 


(Washington Bureau 
of HARDWARE AGE) 

The House Small Business 
Committee recommended on Nov. 
1 to Congress that immediate 
action be taken to affect orderly 
disposal of an estimated $75,000,- 
000,000 worth of surplus goods 
in the post-war world. 

\fter several weeks of hear- 
ings the Congress expressed 
these views in a preliminary re- 
port and will go further into the 
subject in the future. 

The committee considered the 
disposal of these goods as the 
Nation’s No. 1 post-war problem. 
Referring to several bills now be- 
fore Congress, which should 
place a moratorium on the dis- 
posal of surpluses for six months 
after the war, the Committee 
said that “Congress should not 
pass any legislation which will 
have the net effect of delaying 
for a long interval the establish- 
ment of some central agency to 
handle the management and ul- 


timate disposal of Government- | 
owned surplus property,” as this 


period of uncertainty would not 
be in the best interests of the 
nation. 

The group also recommended 
that Congress immediately pass 
legislation to establish 


such a | 


central agency, giving it a spe- | 


cific declaration of policy which 
will provide the maximum de- 
gree of protection and encour- 
agement to manufacturers and 
distributors, currently in busi- 


ness; 


sons currently employed; and 
the taxpayers. 
“Between 10 and 15 years 


might easily be required to ef- 
fect an orderly and equitable 
distribution of these goods,” the 
special report added. 

The committee, of which Rep- 
resentative Patman, Democrat, 
Texas, is chairman, expects the 
surpluses to consist of plants, 
tools, equipment, fabricated and 


| fices 


J. Jones, Secretary of Commerce; 
James Forrestal, Undersecretary 
of the Navy; Robert P. Patter- 
son, Undersecretary of War; Ad- 
miral Land, Chairman of the 


Maritime Commission, and off- | 


posal of surpluses, subject lo 
the recommendations of quali- 
fied representatives of industry. 
The committee believes that 
there will be thus vested in the 


| Government’s hands, by virtue of 


cials of the National Automobile | 


Dealers Asso. This 
was supplemented by a number 
of briefs submitted by industry. 

All witnesses 
that one central board or per- 
son be given the reins in the dis- 


recommended 


testimony | 


| indicated 


the ownership of this vast store 
of surplus property, an economic 
force of sufficient weight 
great that the handling, or mis- 
handling, of these assets by Gov- 
ernment managers selling 
agents may well determine the 
of economic prosperity 
this Nation, other 


degree 


which and 


canceled 


already been by the 
War Department, which, of ne- 
cessity, automatically creates an 
emergency problem in_ respect 
to the disposition of surpluses 


left over from these contracts. 
Furthermore, several sales of 


| this type of property by the War 


so 
| 


nations, enjoy for years to come. 


Immediate need for Congres- 


sional action on this matter was | 


to the committee by 


the testimony of the Undersec- | 
| retary of War who stated that 


more than 10,000 contracts have 


Department under the terms of 
Procurement Regulation 7 have 


resulted in the property in ques- 


tion being sold without wide 
publicity to dealers in scrap and 
junk. Testimony given to the 


committee was to the effect that 
the materials involved in these 
sales could have 
ately utilized by other agencies 
or by war contractors and should 
not therefore have been disposed 
of through scrap dealer channels 
because of their intrinsic value. 


been immedi- 








NAVY SETS UP PLAN 
FOR DISPOSAL OF 
ITS SURPLUS STOCKS 


Offices will be established in 14 cities for disposal 


of 


salvage and surplus 


Sales to highest bidders. 


material and goods. 


Lots divided, where 


possible, to sizes of interest to small bidders. 


Bureau 
AGE) 


(Washington 

of HARDWARE 

The Navy Department has an- 
nounced that arrangements 
being made to establish 14 of- 
throughout the United 
States to facilitate the merchan- 


| dising, on the open market, of 
all salvage and surplus property | 
' New York, 17, the second at 605 | 


returning servicemen; per- | 


no longer of use to any Naval 
activity 


| contract for production of Naval 


unfabricated materials, in varied | 


lines such as airplane manufac- 


requirements. These offices will 
be located in Boston, Pittsburgh, 
Norfolk, Atlanta, Minneapolis, 
Chicago, Detroit, Cincinnati, St. 
Louis, New Orleans, Seattle, San 


| proximity 
are 


or plants engaged on | 


posal Offices were selected on the 
hand with a view to their 
to Navy contractors 
and Naval establishments orig- 
inating materials, and on the 
ether hand, with a view to their 
closeness to markets for such 
materials. Two are now in oper- 
ation, one at 342 Madison Ave., 


one 


Furniture Mart Bldg., 1355 Mar- 


' J . . . 
| ket Street, San Francisco. 


Each of the branch offices will 
act as a clearing house for all 


| surplus materials available within 


Francisco, Los Angeles, and New | 


York. 

The offices will be operated by 
the Bureau of Supplies and Ac- 
counts. That Bureau adminis- 
ters the disposal of salvage ma- 
terial, scrap, and surplus stocks 
within the Naval establishment, 
and in private plants doing Navy 


| work. The Office of Procurement 


turing, machine tools, auto | 
trucks, textiles, food, steel and 


nonferrous metals. 


All witnesses testifying before 


the committee recommended that | 


there should be unity of action 
and a uniform policy which 
would apply to all agencies 
alike in respect to the disposition 
of their declared surpluses. 


These witnesses included Jesse 
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and Material fixes policies for the 
disposal, subject to any rules the 
Vice Chief of Naval Operations 


|} may wish to prescribe and co- 
| ordinates Navy property disposal 


policies with those of other agen- | 


cies. 
Locations for the branch 
Redistribution Dis- 


and 


terial 


Ma- | 





its district, and will disseminate 
information as to what materials 
All mate- 
rials into 20 
broad categories, to simplify in- 


are offered for sale. 


will be grouped 


quiries and bidding. 





Each office | 


will maintain lists of bidders in- | 
| interested parties may participate. 


terested in material covered by 
each of these categories. Each of- 


fice also will keep cross indexes | 
| small bidder can bid on only the 


of all material offered in all other 
districts. 


In this way a prospective buyer | 


may ascertain by mail what mate- 


rials of interest to him are avail- 


able in any region of the United | 


States. Interested parties 
signify an interest in one class 
to 


digest voluminous catalogues of 


of materials without having 


may 


everything the Navy has in the 
way of surplus materials. 

All persons who desire to bid 
on any quantity of amy type of 
Navy salvage or surplus material, 
if not included on the current 
Navy bidders’ list, may forward 
their names to the Navy’s Mate- 
rial Redistribution and Disposal 
Office in New York. 

If the material cannot fill any 
other Naval or Governmental 
need, then it is considered sur- 
plus and sold. The methods of 
sale of surplus, or salvage, is 
normally by sealed bid, and of 
scrap by allocation. In case of 
military necessity negotiated sales 
are sometimes authorized. Many 
salvage materials are sold 
through allocation upon recom- 
mendations of WPB and under 
the regulations of OPA. 

A further policy with respect 
to the sale of surplus material is 
to protect all types of bidders, 
regardless of size, through’ the 
following procedures: 

Award is made to the highest 
bidder, all other factors being 
equal. 

Deposits and terms are identi- 
cal for al) bidders. 

All citizens of the United 
States, regardless of the ste of 
the organization they represent, 
are permitted to bid. 

Wherever 
are sold by sealed bid so that all 


possible materials 


Whenever possible, the lots of 
material are so divided that the 


items in which he is interested. 
Sufficient 


tween advertising and return of 


time is allowed be- 


bids to permit all parties to in- 
spect the material. 


All sales are made on an “as 


1 -« . . _- . . 
| is, where is, and if is” basis with- 


out recourse after an award has 
been made. 











































Birck’s Harness Volume Doubled 


Richmond, Ind., firm’s customers 
come from 75-mile area. Repairs 
total 25 per cent of the volume 





A well equipped shop makes it possible to handle plenty of repairs 
easily, particularly when labor saving machines like this are used. 





Collars are shown in bins in the hamess display room located in 
the basement. Sets of team harness are featured along the walls. 


| ee volume 


in Phillip Birck & Son’s, Rich- 
mond, Ind., has doubled during 
the war period. Farmers have had 
to use horses for the lighter jobs 
on the farm and this has called 
for the reconditioning and often 
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the complete replacement of sets 
of harness. 

Farmers in the Richmond area 
are fortunate in having a complete 
harness shop, such as is operated 
by this company, at their disposal. 
More than 25 per cent of the 
shop’s total volume is derived 






from repair work. Customers come 
from more than,75 miles around 
to have their harness repaired and 
oiled. They also buy most of 
their new equipment here. 
Practically every item of har- 
ness sold is made by the shop in 
normal times. This is not pos- 
sible at the present time because 
it is very hard to find good har- 
ness makers. During the peak pe- 
riods in the spring six harness 
makers are kept busy in the shop. 


Early Promotions 


This company ‘starts to promote 
the repair business early in the 
year. During January, it features 
a special harness oiling job at 
$1.00 per set. The regular price 
for this work is $1.50. The ob- 
ject is to get farmers to bring their 
harness to the shop early and this 
campaign has always been de- 
cidedly successful. Last year more 
than 150 sets of harness were 
brought to the shop for oiling and 
repair during the month. 

It is always a good plan to have 
a harness repaired before it is 
oiled and this suggestion is made 
to the farmer. The set is inspected 
and sections in need of repair 
pointed out. The farmer will al- 
ways take the suggestions of the 
expert harness men and have his 
equipment put in good condition. 

Advertisements in local news- 
papers have been used successfully 
to promote the harness shop and 
to develop repair business. In ad- 
dition to the Richmond papers. 
many country weekly newspapers 
in the small towns nearby are 
used. The results have been very 
much worth while. 

The harness shop is located at 
the rear of the store and a large 
sign enables customers to identify 
it. The main display of harness is 
in the basement where there is a 
complete stock of collars, collar 
pads, saddles, team harness and 
accessories on display. 
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In Times Like These, 


Sauetle 


QUALITY BUILDS 
GOOD WILL 
for YOU 


destined to bring 

k enthusiastic 
Wrigeleitaer te eaie 
NEW 


war nM 


customers 


restrictions 


s the Step On 
r the Easy-to- 
tust-resisting Zine 


Sanetle 


0) if ads 


MASTER METAL 
PRODUCTS, INC. 


Sanette is the original and only Nationally Advertised Kitchen Can. 
3$21-L CHICAGO ST. BUFFALO, N. Y. 











It’s Kasy 


to See — 


Why so many adver- 
tisers use the Classi- 
fied Opportunities 
Section of Hardware 
Age when they want ~~ 
to reach Manufactur- 
ers, Manufacturers’ 
Agents, Jobbers, Job- 
bers’ Salesmen, Re- 


tailers and Retail 

Salesmen. They reach the very class they SSS 

want to reach and get results. That is Sy 

why the— af, 
CLASSIFIED 


OPPORTUNITIES SECTION 


o. Hardware Age is so well patronized—advertisers know 
they are advertising in the right medium. Hardware Age 
carries their message straight to the “Cream of the trade” 
without waste circulation. Your advertisement speaks the 
Hardware language to the Hardware trade. Send your ad 
with remittance to— 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St. New York City 








FARRELL-CHEEEK 


FIRE-FIKER 
























SLICE BARS 
CLINKER HOOKS 
BACK-UP WRENCHES 


CLINKER TONGS 
ASH HOES 
CLINKER RAKES 














Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
“LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. 












SANDUSKY, 
OHIO 























WATERPROOF 


WET BASEMENTS 








ogee WTHENNSIDE 
| TAKS i ee 
5, ‘s Ww i T H 


Sell DRYE for basement and cistern leaks ON THE 
INSIDE .. . in concrete, brick or stone. Easy to use. 
Makes quick, durable repairs on cement and iron; silos, 
floors, etc. Successfully used by thousands. IMMEDIATE DELIVERIES. 


BUY FROM THESE JOBBERS 


Baltimore, Md. Milwaukee, Wis. 
Anertens Plumbing Supply Co. 








The Galloway. James Co. 

National Wallpaper Co. t. Vernon, Ii. 

Service Paint : Paper Co. oduves Builders Supply, tne. 
a a i. ed 5th Ave., New Yerk City 

John F. Yooh Material Co. “Betterby’”’ 


Paducah, Ky. 
Michael Hdwe. Co. 
Richmond, Va. 


Cincinnati, 0. 

he Louis H. Boice Co. 
Kruse Hardware Co. 
Columbus, 0. Bullington Paint Co. 
The Dean & Barry Co. Virginia-Carolina Hdwe. Co. 
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(Harris & Ewing) 
HON. WILLIAM S. HILL 


QO, my last trip 


home, I met an old friend, a mer- 
chant with whom I have gone 
from door-to-door in many a 
commercial club drive. He low- 
ered his voice, “Does a congress- 
man really like to have constitu- 
ents look him up itt Washington? 
Aren't they a nuisance?”, he 
asked. 

Probably every congressman 
has been asked that same ques- 
tion. Almost without exception he 
has replied enthusiastically, “Jim, 
you don’t know how good they 
look to me.” 

You don’t need to hesitate to 
call on your congressman. He 
wants to see you. He needs to 
hear direct from home—it helps 
him. But in connection with your 
call, consider this: All congress- 
men serve on one or more com- 
mittees. The House convenes for 
the day’s business at 12 noon. 
Committee meetings are usually 
called at 9 a. m., last until 12. 
The House sessions often last late 
into the afternoon. This means 
that the best times for seeing your 
congressman are early in the 
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What Every Businessman 
Should Know About Congress 


Part 2—Help for Retail Business 


Your congressman likes to meet 


his constituents and he likes 
to receive letters from them 


By CONGRESSMAN WILLIAM S. HILL, 
COLORADO, with 
JOHN T. BARTLETT 


morning, or late in the evening. 


His office staff will be courteous, 


and obliging, no matter when you 
come in, and though you have 
sent no word ahead. But it is al- 
ways helpful to write your con- 
gressman you are going to be in 
town at a certain time. If there 
are government bureaus you wish 
to make contact with; if you wish 
to see House or Senate or both, in 
action; if you wish to sight-see— 
your congressman’s office _ staff 
will be glad to assist you. 


Your Letter Gets Attention 


“If I write you a letter will it 
come to your attention?” This is 
another common question. And 
the answer is “Yes.” Presumably 
different representatives have their 
individual systems for the hand- 
ling of mail from constituents, but 
I believe my system is fairly typi- 
cal. A secretary opens and sorts 
the letters. Then the congressman 
gives them attention in groups— 
to get an idea of what is in the 
minds of the folks at home. Rou- 
tine letters are assigned to mem- 
bers of the force to answer. The 
important and personal ones are 
left for -the congressman’s per- 
sonal attention. Letters requiring 


information from government 
agencies are handled by the sec- 
retary, who contacts the agency. 
and, having obtained the required 
information, turns it over to the 
congressman for direct answer. 
Endeavor is made to deal with all 
mail promptly. 

When a situation with perhaps 
hundreds of letters coming in on 
the same subject is encountered, 
a mimeographed statement is 
often prepared which can be sent 
out promptly. 

This mail that comes in con- 
tains many letters from merchants 
and other business men, seeking 
light on regulations. Washington 
bureaus have gone into mass pro- 
duction; orders have gone out by 
the hundreds. Many orders have 
been written by theorists, econ- 
omists, bureaucrats and _ others 
utterly lacking any background 
experience in retail or other busi- 
ness. Orders have often been in- 
complete, ambiguous, pitifully in- 
adequate to cover the innumerable 
specific applications which the 
businessman must make. 

Your congressman will be glad 
to obtain for you from the issu- 
ing agency information concern- 
ing a regulation. If you are in 
difficulties, because a regulation is 
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unfair and inequitable, your con- 
gressman should be told the fact. 
He will go to work for you. He 
won't guarantee results because 
OPA, WPB, and other bureaucrats 
are often incredibly blind and 
stubborn; he will do his best. So, 
when you are in doubt about the 
meaning of a regulation, write 
your congressman; he can usual- 
ly get the answer for you. 

I would suggest that the busi- 
ness man not confine himself in 
letters he writes his congressman 
to regulations or other situations 
concerned primarily with his trade 
or industry. Let him have thought, 
too, for the welfare of basic in- 
dustries of his community. 

Perhaps you can help your com- 
munity by interesting yourself in 
a campaign to obtain considera- 
tion in some federal program. 
Your congressman is always glad 
to hear from you concerning such 
matters. 

_ Whenever any bill that specifi- 
cally relates to your business is 


before Congress, your congress- 
man will be glad to receive from 
you a statement of your opinion, 
with supporting information. If 
the bill is badly needed, cite facts 
and figures within your own ob- 
servation as proof. If the legisla- 
tion is harmful, show why—again 
out of facts from your own obser; 
vation and experience. 


Small Business Committees 


In the House of Representatives, 
we have a special Small Business 
Committee. Its chairman is 
Wright Patman, of Texas. In the 
Senate James Murray, of Montana, 
heads the Small Business Com- 
mittee which is quite active. My 
suggestion is that whenever you 
send a letter to either of these 
committees, you mail a carbon, 
also, to your congressman. He 
will be glad to receive it. 

Along this line, whenever you 
enter a complaint of protest direct 
to a government agency, send a 
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copy of it to your congressman. 

Your congressman is always 
ready to inform you on the status 
of any given piece of legislation. 
He will ascertain the situation for 
you and report. Quite often, he 
can accurately predict the course 
of events. 

We have had a period, as the 
country is well aware, when the 
executive department of the gov- 
ernment usurped the normal leg- 
islative functions of Congress— 
through edicts, orders, regulations, 
boards, bureaus, commissions. I 
believe that Congress is going to 
recapture this power—that is the 
determination. In the 78th Con- 
gress, a real start has already 
been made. Something has got to 
be done about bureaucracy to end 
its grotesque, incredible,  in- 
efficiency; its wastefulness; its 
stupidity; its arrogance. 

Congress has before it the job 
of legislating in the most difficult 

(Continued on page 109) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 























° . working for you now more than som 
Look to Your Sidewall Displays “™" ® - 
T’S very easy today to neglect Show cards are the silent sales- When you aay show cards yor 
merchandise displays in the men in your store. Keep them adopt standard sizes and have ae 
sidewall fixtures and to ex- thy 
cuse the unsightly appearance of pa 
these displays by blaming them on jae 
shortages of merchandise, man- ' ia 
power and the war. This is not Winner of the October 
the way to improve a bad situa- Contest ies 
tion when such a situation can be Wm. R. Thompson, Bentley 
improved by a little determined | Hardware Co. Great Bend, 
effort on the part of everyone in Kan., is declared the winner of 
the ahese. the October What Do You 
There are a number of things Know’ contest of the HARD- 
- : WARE AGE Retail Sales Idea 
that salespeople can do to correct CJyb, 
| this condition. You should not The $25.00 War Savings Bond vo 
wait for your employer to tell you prize is awarded to him. li 
to do these things. pa 
| Baroy should keep displays WM. R. THOMPSON es 
illed with merchandise as long as wl 
there is ample stock. When some 
of the items are no longer avail- t 
able spread the stock in the al- | - 
loted space. This will keep the Test Your Hardware Sense! it 
display’s appearance up to par 
despite the fact that the stock may ORK the problems first—then, substitute the figures of your P' 
be low. business for those in the problems. o 
Bf ie te ottll i a : Grade yourself to see how good you are. Each question cor- b 
it is still impossible to secure di h 20 poi pe page ee 
stock, the display will eventually rectly answere is wort points. J grade o is very good; g 
- ; ’ 80, good; 60, fair; 40, poor; and 20, very poor. The correct an- N 
reach he pene when at must be swers to these questions will be found on page 109. S 
consolidated and displayed in a 1—From ‘the following, figure how much the dealer should r 
smaller space. Most lines can still charge by the pound for 8d nails sold in small quantities. Base 
be shown well in a smaller space price on nails $2.90, advance over base 50 cents per keg for 8d. 
and sales results will continue to freight 80 cents per keg. Dealer wants to make a margin of 30 } 
be satisfactory. per cent. ‘ 












Take this action quickly. Do 
not let displays get ragged. 

When there is just an odd piece 
or two of the merchandise left. 
these pieces can often be worked 
into other displays. Show them 
with merchandise with which they 
might be used. 

Take a frequent look at your 
sidewall displays these days and 
try to put your- 
self in the cus- 
tomer’s place 
when passing on 
the condition of 


the displays. 


2—-Few hardware stores can pay more than 55 per cent of their 
margin for salaries and still make money. Figure the maximum 
that a company can spend for salaries whose sales are $36,000 for 
the year; margin 30 per cent; and expenses $9,000. 

3—-Figure what per cent the following are of the total sale- 
volume of $30,000. Profits $1,500; salary expense $4,500; margin 
$9.000; other operating expenses $3,000. 

t—A dealer operates a plumbing shop. He charges customers 
$1.50 per hour for workmen’s time on jobs. He pays his men 
$1.08 per hour. Over the period of the year, labor shrinkage or 
unsold labor, amounts to 10 per cent of the total labor sold at the 
$1.50 rate. Figure the net margin on sales of labor in this business. 

5—Determine the cost of the goods sold in the following busi- 
ness. Inventory at the beginning of the year $9,500; merchandise 
purchased $21,900; inventory at the end of the year $9,000. All 
figures are at cost. 


(Answers on page 109) 
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some uniformity in their use 
throughout the store. It’s just as 
easy to lay out the displays so that 
certain size show cards are used 
in given locations. If this is done 
the store will take on an appear- 
ance more pleasing to customers 
than that achieved when cards are 
used in a hit and miss manner. 








In writing copy for show cards, 
strive to tell what the item will do 
for the customer. After all, that’s 
the thing in which the customer is 
interested. Also, try to sell as 
much of the item in the copy of 


the card as you can, provided, of 


course, the stock justifies such ac- 


pages of successful ideas. 


multiple pricing. The quoted price 
should be for two, three, or per- 
haps a dozen, of the items. You 
will have to use your good judg- 
ment in the pricing. 

Keep your show cards neat and 
clean. Art gum erasers can be 
used to clean finger prints and 
other dirt from them. 









tion. This is accomplished by 





Correct Answers to Questions in the 
October “What Do You Know” Contest 


1—Some merchants insist that sales slips be made 
out for both cash and charge sales; others feel that 
slips for charge sales are sufficient with cash sales 
recorded direct in the cash register. Which pro- 
cedure do you favor? Give several reasons for your 
views. , 

Answer--Sales slips should be made out for every 
transaction—cash or charge—that takes place in the 
store. If this is done the customer receives a copy of 
the sales slip. It provides a means of checking the 
prices of all merchandise sold. Sales slips give an 
owner some idea of the type of merchandise that is 
being sold. They simplify the handling of returned 
goods and refunds can be made on this evidence. 
Many stores require that these slips be presented. 
Salesmen are more careful with cash sales when the 
must account for every transaction each day. 


2—Determine how much the following business 
has invested in accounts receivable. Total sales for 
the year were $32,000, of which $17,000 were cash 
sales. During the year the business had an average 
of two months’ credit business outstanding on the 
books at all times. Show all your. calculations to 
prove your answer. 

Answer—$2,500 invested in accounts receivable. 
Determine total charge sales of $15,000 by deduct- 
ing cash sales of $17,000 from total sales volume of 
$32,000. There is an average of two months’ credit 
on the books which is one-sixth of the year. There- 
fore, one-sixth of $15,000 credit sales would be 
$2,500. 


3—Do you think institutional advertising in news 
papers is practical for the average retail hardware 
store? Give several reasons in support of your views. 
Answer—Few small retail hardware stores can 
afford to do institutional advertising. Advertising 





budgets in. these stores are small and every penny 
must be used to sell the merchandise that is avail- 
able. Institutional advertising has its place and there 
is no doubt about it’s being able to create good will 
if used properly and in sufficient quantity. The 
average hardware dealer, therefore, should spend his 
limited advertising funds where ,they will do the 
most good. 


4—A dealer handles a popular priced glass bowl 
set retailing for 39 cents. The ideal monthly stock 
established for the item is 24 sets. On Aug. 1, when 
he took stock he had 12 sets on hand, so he ordered 
12 sets. On Sept. 1, he had two sets on hand and 
ordered 24 sets. On Oct. 1, he had six sets on hand. 
How many bowl sets should he order at this time to 
bring his stock up to the ideat stock? The bowl sets 
come packed in 12, 18, 24, and 48 sets in a carton. 

Answer—Dealer should order 18 sets. On the last 
stock date the dealer had six sets of bowls on hand. 
It would be necessary for him to order 18 sets to 
bring his stock up to the ideal quantity of 24 sets. 


5—In your opinion, where should the office be 
located in the retail hardware store? Give several 
reasons for your views. 

Answer—In most retail hardware stores; the ideal 
location for the office is at the rear of the store. An 
office located here uses less valuable display space. 
does not interfere with the layout of departments and 
merchandise in the store, and, since customers must 
visit it to pay their bills, it pulls considerable traffic 
through the store. An office at the 
rear of the store is handy to em- 
ployees who must visit it often 
such as delivery men, receiving 
and shipping men, and the owner. 
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Prepared roofing and 
shingles—For a long time, these 
staple lines were a pleasing exception 
to the prevailing shortages and red- 
tape of building materials and sup- 
plies in general. But now, supplies are 
becoming scarcer, and deliveries slower. 
Some leading makers are setting up 
“quotas” for monthly allotments to 
their regular customers. 


* * . 


Vegetable seed output—With 
further declines in vegetable seed pros- 
pects since July and August, production 
of 20 out of 22 of the more important 
kinds of vegetable seeds has been re- 
ported by the Department of Agri- 
culture, as smaller than indicated last 
Spring. Wrinkled peas and Swiss chard 
are the only seeds in the whole “staple” 
list for which a larger production is 
now reported. 


” af * 


Agricultural tools — barn 
equipment—Steel supplies and avail- 
able priority help now are sufficient for 
very good production of “steel goods” 
lines, and of post hole diggers and 
augers. However, the “bottlenecks” of 
handle shortage and insufficient labor 
are holding back sharply the flow of 
supplies to the jobbers, and thence to 
dealers and into service. More barn 
equipment is being made, and a fair 
amount of the needed staples are 
starting to come through to wholesaler’s 


stocks. 
. 7 * 


Garden hose—The only type 
still permitted is the light 5 inch hose, 
of (largely) reclaimed rubber, and 
with this type only a small percentage 
of the real trade demand is being sup- 
plied. Manpower shortage is a gen- 
eral complaint of all the manufac- 
turers. Leading makers are starting 
some production of better quality syn- 
thetic rubber hose, but it will be an 
unexpected “windfall” if any natural 
or synthetic hose of better grade can be 
released for general use at all soon. 


Agricultural belting — Dis- 
tributors find no leather belting obtain- 
able, and very little canvas belting 
either is available. Rubber belting is 
synthetic and scarce—far short of cur- 
rent agricultural and light industrial 
needs, 


* * *” 


Paint brushes—Still by WPB 
fiat, no bristle brushes are available. 
Paint and varnish brushes made of 
100 per cent horsehair are being con- 
sidered and will undoubtedly be avail: 
able shortly. These are said to give 
good satisfaction, and should prove an 
acceptable substitute. 


* * * 


Paint lines—As materials 
grow scarcer, substitute ingredients 
have been put into use, but with the 
use still of linseed oil, there is no 
noticeable difference in the quality of 
paint manufactured today and the pre- 
war product. Lines have been cut 
down considerably, and many of the 
smaller selling colors have been dis- 
continued. On the other hand, the Sim- 
plification Committee of the National 
Paint, Varnish and Lacquer Association 
has recommended several increases in 
the numbers of colors permitted. Paste 
and powder cold water paints and in- 





terior flat wall paints are increased 
from 8 to 12 colors. An additional 
color also is permitted in shingle stains 
and in roof and barn paints. Contain- 
ers are still the paint maker’s pressing 
problem, with metal cans just about off 
the market. There is a shortage of 
outside white house paint in some 
quarters due to the scarcity of linseed 
oil, but there is a bright spot in the 
picture, in a recent order increasing 
the oil quota of paint manufacturers 
from 50 per cent to 60 per cent of 
what they had formerly used. Turpen- 
tine prices have taken two 2 cent ad- 
vances this month and, after the Nov. 
8 advance, stood just 10 cents per gal- 
lon above the opening price of 1943. 
Linseed oil remains unchanged at its 
June ceiling. . 
7 * - , 

Chamois skins and sponges 
—Chamois skins are growing scarcer, 
owing to the requirements of the 
Armed Forces, but for a while at least, 
it is expected that a normal supply will 
be available to dealers. Some fear a 
shortage in 1944. The sponge situation 
grows progressively worse. Fishing has 
not been resumed in Nassau, and a 
shortage of sponge fishers and handlers 
exists in Florida. Sponges brought to 
market are held at very high prices, 
and good values are hard to find. The 
flat-shaped grass sponge heretofore 
considered of little value is now being 





Predict Record Volume of Building After War 


“The unprecedented average level of $16,000,000,000 of new building annu- 
ally for the five years beginning about 12 months after peace comes” was 
predicted at a recent meeting, in New York City, of The Producers Council, 
national association of building materials and equipment manufacturers. 
This huge estimate is based on the assumption that there will be no chaotic 
price inflation following the war although allowing for “an anticipated in- 
crease of 35 per cent in the general price level as compared with 1940 prices,” 
according to Wilson Wright, economist of the Armstrong Cork Co., Lan- 


caster, Pa. 


The volume of activity will be about $9,000,000,000 in building or 70 per 
cent more than the average for the three pre-war years of 1938, 1939 and 
1940, in the first year after the war. This will be because of necessary con- 
version and readjustments to civilian needs, and it is likely that there will 
be a potential annual demand in the five years following the first year of 
peace for about 970,000 new dwellings. In the event. Mr. Wright pointed out, 
these forecasts are accurate the industry should be able to provide employ- 
ment for about 6,250,000 workers or about 2,000,000 more than were employed 


both “on and off building sites” in 1938. 
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THIS YEAR RB&W has devoted much of its ad- 
vertising to messages exhorting workers in plants 
manufacturing “ bits and parts”— the small parts 
upon which big assemblies depend — to let no 
part fail, however small, for lack of skill or 
thoroughness. 

This advertising stresses the importance of 
bolts and nuts — the fact that so much depends 
upon their accuracy and strength. 

No better opportunity than now ever existed 
for convincing users of the wisdom of buying a 
dependable brand. 

The knowledge is growing that “Empire” sig- 
nifies fasteners made with extra skill, extra care 
for faster, more dependable assembly...and this 
knowledge can be capitalized upon to the great- 
est possible extent by the distributors who really 
merchandise those extra values — who market 
bolts and nuts as an individualized product, 


rather than as a commodity. 
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‘AN OPPORTUNITY 
FOR DISTRIBUTORS 
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RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


and lied Fastening P-P/roducts 2. Since 1845 





Factories at: Port Chester, N. Y., Rock Falls, !Il., Coraopolis 


Sales offices at. Philadelphia, Chicago, Chattanooga, Los Angeles 
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from 25 cents to $1.00 retail. 








* * + 














W oodenware—Deliveries 

























































































































































































There is nothing artificial—nothing 
temporary—about the increasing de- 
mand from growers of every kind for 
Planet Jr. Garden Tractors, especially 
Model B-1. The need for even greater 
farm production in post-war years will 
accelerate the mechanization of 
America’s farms and open to the 
dealer vast, new markets. 






























































Planet Jr. Garden Tractors and the 
quickly and easily interchangeable 
Planet Jr. equipment for use with these 












































IMPLEMENTS 















told not to look, for improvement in 
deliveries within the near future. 
Clothes pins are a real problem at 
present. Manufacturers state that pres- 
ent ceilings will not permit produc- 








offered for sale in four sizes ranging tion, under present higher costs of 
labor, lumber and packages. Awaiting 
relief from OPA, some makers already 


have suspended production. 


con- 


able. When one is fortunate enough to 
get a rating for an order submitted to 
a manufacturer, he is told that ship- 
ments still are not be promised for 
five to six months. Small quantities 


tractors— plows, hagrows, seeders, cul- 
tivators—reflect the experience gained 
through seventy-five years of design- 
ing and making specialized seeding, 
fertilizing and tillage tools. 


Today, production of farm equipment 
is subject to Government restrictions. 
But now is the time for dealers to con- 
sider the future sales possibilities of 
the long established line of Planet Jr. 
Garden Tractors and equipment. Write 
for Planet Jr. Tractor Catalog and 
full information. 


S. L. ALLEN & CO., Inc. 
3425 North 5th Street, Philadelphia 40, Pa. 


GARDEN 
TRACTORS 


of sash cord are trickling in from time 
to time, and the same is true of cotton 
clothes line. Improvement in deliver- 
ies, jobbers are told, depends almost 
entirely upon an improvement in the 


tinue slow on all types of woodenware, yee man-power situation, and an easing in 
and manufacturers are insisting upon Sash cord, twines and government contracts. 

ratings on items where ratings were clothes lines — Wholesalers _ report 

heretofore not thought of. Jobbers are that cotton twines are almost unobtain- 72 3 


Household brushes and 
brooms—Deliveries on brush items are 
reported very slow, with a possibility of 
still more delays because of paper and 
packaging material shortages. Broom 
deliveries are also far behind, with no 


___—s early improvement in sight. Handles 


are a major source of delay and scar- 
| city. Not long ago, the manufacturers 
were authorized a three cent increase 
per pound by OPA on brooms and 
whisk brooms made wholly or in part 
of broom corn. The increase applied 
only to the broom corn, and not to any 
other fibers used for mixing. Effective 
Nov. 4, OPA has amended Price Regu- 
lation 188, as to Brushes and Brooms 
made_ of imported bristles or fibers. 
The manufacturer may increase his 
finished prices in proportion as his 
costs of the imported materials have 
risen since March, 1942 (the base 
period). This may only be done when 
“the imported materials used in the 
article have increased in cost so sub- 
stantially that the manufacturer cannot 
continue to produce the article.” 


* 





+ 
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Electrical irons — washing 
machines—Electric irons, but no elec- 
tric washing machines, are on the list 

of consumer goods tentatively sched- 
| uled for civilian production in the first 





| quarter of 1944. While acknowledging 
that home laundry equipment is one of 
| the worst needed home front items, 
| War Production Board officials say 
that the supply of small electric motors 
is too tight to permit resumption of 
| washing machine manufacture now. 
About 200 such “fractional horse- 

power” motors are used in every heavy 


ing facilities are hard put to meet mili- 


| 

bomber, for example, and manufactur- 
tary demands alone. 

| 


« * * 


Sheet metalwares—“E very 
now and then” jobbers report getting 
in a shipment of galvanized ware, but 
compared to the normal flow, these re- 
ceipts are almost negligible. A little 
better, but still very slow, are deliver- 
ies of dairy ware, such as milk pails, 
getter cans or milk cans, also a few 
milk coolers and water type separators. 
An expected revision, soon, in con- 
tainer order M-81 would extend per- 
mission to can makers to use 1.25-pound 
hot-dipped tin plate for the manufac- 
ture of milk cans for certain consump- 
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tion.- A previous order called for use 
after Sept. 30 of .75-pound electroly- 
tic tin plate for milk cans. Certain 
requirements for milk cans may still 
be met with .75-pound electrolytic tin 
plate, it is believed, but complete 
switch to that type of product from 
the hot-dipped is now not expected for 
some time. 


New ceilings—metal alloys 
—OPA recently issued new and spe- 
cific dollars-and-cents ceilings for a 
group of important metals 
used in the making of steel. Previ- 
ously these alloys and meta's were cov- 
ered by the general maximum price 
regulation at their highest prices ruling 
during March, 1942. Ceilings under the 
new regulation, with minor exceptions 
are unchanged, but definite figures are 
set on a number of alloys where de- 
viations had been found. Among the 
technical materials affected were ferro 
tungsten, ferro-molybdenum, ferro-van- 
adium and cobalt metal. Dollars-and- 
cents prices also are established for 
calcium ,metal, cal- 


alloving 


ferro-phosphorus, 
cium silicon, and calcium-manganese- 


silicon. 








vation districts. Laboratory tests and 
accomplishments in developing and 
treating plywood and wood-based plas- 
tics have been remarkable. In strength, 
lightness, and in resistance to weather, 
and even to extremes of heat and cold, 
these new compositions have largely 
aided the war, and they suggest widely 
interesting possibilities in many post- 
war fields. 


* * * 


Christmas lighting limited 
By request—not by order—the Ameri- 
can people have been asked by the 


Office of War 
Christmas 
Christmas trees inside private Jomes. 
asked 
community 

home decorations and interiors and ex- 
teriors of commercial establishments 
dispense with lighting decorations this 
year. O.W.U. points out that electric 
light bulbs are particularly short at 
present and strict conservation of them 


It 


is necessary. 
of bulbs during the Christmas season 


merely will 





Utilities to confine 


decorations to 





lighting 







decorations, 
exterior 


that street 
Christmas trees, 











Widespread consumption 








mean a greater scarcity 
















Stock the glue 
9 out of 10 users prefer 
























WELDWOOD GLUE is nationally 
advertised in 
14 different publications 
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Corn and cotton—The second 
largest corn crop on record, 3,085,652,- 
000 bushels is now indicated by the 
Department of Agriculture, whose re- 
port shows 30,000,000 bushels more than 
the Oct. 1 estimate. Favorable weather 
in October, without widespread frosts, 
permitted most of the large acreage of 
late corn to reach maturity. The 
November total compares with 3,175,- 
154,000 bushels harvested last year, 
which was the record. The 10-year 
average (1932-41) was 2,349,267,000 
bushels. The Department has esti- 
mated this year’s cotton crop at 11,442,- 
000 bales of 500 pounds each, based on 
conditions prevailing Nov. 1. A month 
ago conditions indicated a slightly 
larger yield. Production was 12,824,000 
bales last year, and the average crop 
in the ten years from 1932-41 was 
12,474,000 bales. 


* & ” 


Seeking more lumber—The 
“harvesting” of lumber and other wood 
products from the 139,000,000 acres of 
productive woodland on farms can be 
sharply increased without danger to 
the nation’s future supply, the Depart- 
ment of Agriculture has announced. 
To aid in relieving the costly short- 


ages, the Department’s soil conserva- 
tion service is launching an intensive 


drive to increase the harvest of wood 
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from farms in nearly 100 soil conser- 


Approved by U. S. Navy, 
Army, Civil Aeronautics 
Authorityand Maritime 
Commission. 


Pride yourself on having what your 
customers want. 


Nine out of ten users, according 
to a recent survey, prefer Weld- 
wood Plastic Resin Glue to the 
adhesive they had been using! 















And their reasons were the same as 
those that will sell your customers — 
Weldwood Glue’s tremendous strength, 
its quick-mixing, fast-setting, water- 


proof, permanent qualities. 


| Weldwood Glue has everything: 


1. Tremendous strength. 

2. Waterproof, bacteria- 
and rot-proof. 

3. Quick and easy to use. 
No heating. Mixed just 
by adding tap water. 

4. Economical. 

5. Applied cold. Quick 
setting. 

6. Stain-free. 


Plastic Resia 





WATERPROOF GLU! 
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“Makes the Glue Line the SAFETY Line” 


iWELDWOUD 


| WATERPROOF GLUE 





Ask your jobber today about Weldwood 
Glue or send the coupon below. Weld- 
wood Glue has a good profit for you 
in all of its convenient sizes—10¢, 25¢, 
50¢ cans, attractively packaged in display 
cartons. Also 1 Ib. (85¢) and 5 Ib. cans. 


























UNITED STATES PLY W OOD CORPORATION 


Wcldwood Glue Dept. 34, 103 Park Avenue, 
New York 17, N.Y. 






Please send literature, prices, dis- 
counts, samples, and information on 
WELDWOOD Glue dealer plan. 
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Nam om 









Address 












My regular source of supply is_EE 















Red Circle 
SHANKS 


Make any saw better. Uni- 
form quality. Good clear- 
ance. Accuraté” fit, proper 
temper and spring. A good 
item to sell the portable mill. 


SIMONDS 


Profit-Building Line of Cutting Tools 


BlueTip BITS 


They hold their edges, without 
crumbling, in the toughest logs. 
Specially tempered for extra tough- 
ness... and they cut higher-grade 
lumber. Packaged ready to ship. 





Simonds Sawand Steel Co.,Fitchburg, Mass. 
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Why We Have Had to Curtail Copper 
For Domestic Uses 





How Modern Warfare Consumes Copper 


Why we have had to curtail 
copper for domestic uses 
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1 Aircraft Carrier— 500 Anti-aircraft guns 


[] [| | |" in one hour, 
shoot away | | | ] ] | 
requires 2,000,000 Ibs. of copper 


3,000,000 Ibs. of copper 


Copper used in shell cases 
last year=1,200,000,000 Ibs. Pie 


iii: wi 


Enough copper was used in shell cases 
to make a 2-conductor lampcord— 









long enough to reach 
from earth to the 
planet Venus 25,000,000 miles away 


*Each bar (0) represents 500,000 Ibs. 








CHART BY BELDEN MFG. CO. 





To illustrate the vital role played by copper H. W. Clough. vice-president, 

Belden Mfg. Co., electrical supplies manufacturers, Chicago, Ill., chose 

data from only one branch of the combat services—the Navy—for the 

chart shown above. Virtually every article of war, whether for direct 

combat use or for equipment for industries producing for combat, 
required copper in some form. 








later on. Because of the shortness of gain was 10 per cent. Total receipts 





daylight over most of the country at 
| Christmas time, necessary consump- 
| tion of electricity is at its peak. To 
| avoid any additional load will mean 
| direct savings of fuel, manpower, trans- 
portation and materials. 


* *+ 8 


Electronic tubes — Reflecting 
the important part electronics is play- 
| ing in the war, Westinghouse Lamp 
Division, Bloomfield, N. J., recently re- 
ported its production of electronic 
tubes is 11 times as great as it was 
| just two years ago. 


Increased farm income—Farm 
cash income from marketings in Sep- 
tember amounted to about 12 per cent 
more than in the same month of last 
year, the Department of Agriculture re- 
ports. The rise over a year ago was 
largely the result of increases in pay- 
ments for cotton and cottonseed, to- 
bacco, fruits and nuts, and meat 
animals. Income from both crops and 
livestock increased in September over 
' August, and the latest one-month dollar 





from farm marketings for the first nine 
months of 1943 amounted to $13,062,- 
000,000, compared with $10,141,000,000 
in the corresponding 1942 period. 


* * * 


Steel production—Steel pro- 
duction for the week ended Nov. 18 
according to The Iron Age was esti- 
mated at 98.5 per cent of capacity. 
This was a slight increase over the pre- 


vious week. 
7 + - 


Chain and mail-order sales— 
September chain store and mail order 
sales, from all reporting sources, and 
totaling $1,200,000,000, were 9 per cent 
higher than in August but 2 per cent 
under Sept., 1942, the Commerce De- 
partment reports. Such sales for the 
first nine months of 1943 about equalled 
those in the corresponding period a 
year ago but the department noted that 
higher prices indicate that the actual 
quantity of goods sold was less. 

. . . 


To help Christmas shopping 
—Checks amounting to $420,000,000 
will be distributed to approximately 
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7,500,000 Christmas Club members 
throughout the country in the week of 
Nov. 29, as announced from head- 
quarters.: This represents a 2 per cent 
increase over last year despite a mem- 
bership decrease of 500,000, and an 
average payment increase to $56, com- 
pared with $49 in 1942. Club mem- 
bers indicate their plan to spend 28 
per cent of the total amount for Christ- 
mas purchases; however,:24 per cent, 
the next highest amount, will be put 
into permanent savings, and 17 per 
cent, or $71,400,000 will go for war 
savings bonds. Other intended uses of 
the checks, as reported, include taxes, 
insurance premiums and debt retire- 
ment. 


An Open Mind 
Helps Maintain 
Volume 


(Continued from page 49) 


demand than ever before. The 
company handles a line of insula- 
tion the customer can install him- 
self. This comes in rolls and re- 
tails for $4.75. It is displayed on 
a platform in the store. A sample 
of the product is featured promi- 
nently in the display. 

Early this fall the firm began to 
feature overseas shipping cartons 
to be used in mailing Christmas 
gifts to men in the armed forces 
overseas. This has been a very 








The Christmas War Bond poster 
which will be mailed direct to 
a number of leading reiailers 
throughout the United States. 
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popular item and it retails for 10 
cents. The cartons are displayed 
on one of the tables near the front 
of the store. 

Several tables at the front are 
used to show popular glassware 
a new line with this company. Cus- 
tomers have bought a lot of this 
merchandise because much of it 
is everyday glassware and there 
is always a good replacement 





has in the past. 


Priscilla Ware . . 


Priscilla Ware . . 





business on such items. The firm 
also features 52-piece glassware 
sets and has a decorative line that 
is a very good seller. 

“We are always looking for 
merchandise to add to our stock 
that will fill our customers’ 
needs,” says Mr. Graeff. “We 
keep an open mind on merchan- 
dise for that is the only way to 
maintain volume today.” 





Priscilla is making no dates for the time being. But when 
V-Day comes, she will choose her Dealer company with 
independent care and discrimination, just as she always 


Priscilla aluminum ware has never been a line for price- 
cutting or competitive ‘‘foot-balling’’. Quality merchandise 
suchas this, deserves and must have better treatment than that! 


Nowhere will you find a finer line of aluminum ware than 
. nowhere will you find a cleaner, more 
liberal customer-satisfaction guarantee. And to top it off 
. nowhere will you find a fairer, squarer Dealer Sales 
Policy than the one Priscilla offers you. 
When V-Day comes, Priscilla will come a-knocking at your 
door. Reserve for yourself a “permanent date” with 
- when “dates” are again in order. 


LEYSE ALUMINUM COMPANY, Kewaunee 1, Wisconsin . 
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FOR YOU ALL THE WAY! 
While there is ‘‘nothing to sell” in 
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THE Seean ALUMINUM 


the way of aluminum utensils “for 
the duration’, nevertheless, Priscilla 
has not let you down .. . not fora 
minute! More than 3,000 new dealers 
have come to us as a reliable source 
of supply for profitable, available 
“fill-in” merchandise such as crock- 
ery, glassware, china and miscel- 
laneous housewares items ferretted 
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out and provided by Priscilla. 


Take Care 


























Wood display equipment should be 

completely dusted at frequent inter- 

vals and cleaned and polished sev- 
eral times a year. 


_ retail hard- 


ware store requires certain store 
equipment in order to operate effi- 
ciently. Today, it is almost impos- 
sible to replace this equipment, 
therefore employees should be cau- 
tioned to take care of it, to make it 
do and to make it last until the war 
is over. 

In this article, suggestions for 
the care of store display equip- 
ment, adding machines, check writ- 
ers and portable electric fans used 
for cooling and circulating pur- 
poses are listed. 


Display Fixtures and 
Equipment 
1—All types of fixtures should 
be dusted thoroughly at stated in- 
tervals. Dust the tops, shelves, 
ends, sides, and bases of your 
equipment. 
2—Apply a good coat of furni- 
ture polish to wood display fix- 
tures at regular intervals. This 
job of polishing should be done at 
least four times a year. 
3—Once or twice a year painted 
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of Your Store Equipment 


The second article of a series on this 
important subject. The final article will 
appear in an early issue of Hardware Age. 


display fixtures should be washed 
to remove dirt and grime. 
4—Use a good cleaning solu- 
tion. 
5—Use a good quality wool 
sponge to wash the surfaces. 
6—Squeeze excess solution from 

















merchandise samples when you do 
it. 
12—Repaint tops of display ta- 
bles and ledges of sidewall units. 
13—Repaint display accessories 
at regular intervals. Use a quick 
drying paint. Gloss or semi-gloss 
paints are best for this purpose. 
14—Glass used to arrange mer- 
chandise displays should be 
cleaned at least three times a year. 
15—Use hot, soapy water or one 
of the glass cleaning compounds 
now on the market. 


Adding Machines 


|—Arrange for the manufactur- 
er of your machine to supply you 
with a service contract, if you do 
not already have this service. 

2—Office machines need system- 











Press adding machine keys firmly 

when you operate the machine but 

do not bang them. Do not use a 

pencil or other hard instrument for 
this purpose. 


the sponge before washing the fix- 
ture. 

7—Clean a small portion of the 
fixture at a time for best results. 

8—Remove the soap solution 
with another sponge and clean 
water. 

9—Buff with a soft cloth. 

10—Apply good grade of furni- 
ture wax and polish to secure a 
hard finish. 

11—Repaint panel doors in side- 
wall fixtures. Remove panels and 














Always keep your check writer cov- 

ered when not in use. Oil and re- 

ink at stated intervals according to 
manufacturer’s instrictions. 
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Be sure to clean, oil, and repair 

portable electric fans used for ven- 

tilating purposes before storing them 
in the fall. 


atic mechanical inspection and lu- 

brication to make them last. 
3—Don’t wait for your machine 

to break down before calling a ser- 


EVERY 
BORING 
JOB 


portant. 








long years the trade has heartily recom- 
mended the genuine “Russell Jennings” 
wherever good workmanship was im- 


THE RUSSELL JENNINGS MFG. CO. 


vice man. Breakdowns usually oc- 
cur at the most inconvenient times. 

4—Best service work will be 
done by men trained and super- 
vised by the manufacturer of your 
equipment. 

5—See that only genuine parts 
of the manufacturer are installed. 

6—Install new ribbons carefully 
and save all ribbon spools. 

7—Use a high grade adding ma- 
chine paper to insure ease of han- 
djing, clean cut type impressions, 
accurate paper. feed, and economy. 

8—Do not waste paper when 
you open rolls. 

9—Operate your machine care- 
fully. 

10—Press keys firmly—do not 
bang them with a sharp instru- 
ment, 

11—Dust your machine each 
morning—keep it clean. 

12—Clean the keys with a damp 
cloth occasionally—then dry thor- 
oughly. 

13—Cover machine when it is 


not in use. 
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Check Writers 


1—Handle check writer careful- 
ly when you move it to your desk 
—do not drop it. 

2—Operate the machine in a 
careful manner. 

3—When placing check amount 
in the machine be sure each setting 
is in proper position to give the 
best impression on the check. 

4—Oil the machine at stated in- 
tervals following manufacturer's 
directions. 

5—Re-ink the printing mech- 
anism frequently to insure satis- 
factory results. 

6—Check over the machine 
from time to time and tighten any 
nuts or screws which may have be- 
come loose. 

7—Dust the check writer thor- 
oughly after you have finished 
using it. 

8—Have service man_ inspect, 
lubricate and clean at regular in- 
tervals. 

9—Cover the machine when it 

(Continued on page 101) 
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STANDARD BIT FOR HAND BRACE—Double Thread Point 


STANDARD BIT FOR HAND BRACE—Single Thread Point 


Here are a few of the numerous auger 
bits in the Russell Jennings line. Each has 


been added to meet a wood worker’s need 
—not just to “fill out.” And because the 


quality has remained constant, so has the 
demand . . . with the result that for many 


BIT CHESTER, CONN., U. S. A. 


Sjussell Gennings, AUGER BITS 
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DOWEL BIT FOR HAND BRACE 


1945 














By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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A REVISION OF CMP REGU- 
LATION 9, which will correct some 
of the conditions reported in Harp- 
ware Ace (Oct. 14, page 95), is now 
on the way officials in charge of admin- 
istering the order report. However, 
most of the benefit of the amended 
order will fall to the repairmen. 

Officials also say that maintenance 
and repair supplies of steel and alu- 
minum, tubing, wire, rivets, etc., will 
be brought under CMP Regulation 9, 
rather than issue two new regulations. 
These changes are expected in the 
immediate future. 

2 2. Ff 


WPB WILL SOON ISSUE a 
simplification order for auger bits. 
Officials say there is a shortage of bits 
and a reduction in the types should 
help to get more into hardware chan- 
nels, 

x«*e* 

THE PRESENT SITUATION in 
regard to key blanks has aroused both 
irritation and consternation in the in- 
dustry. The use of brass has been 
denied for some time, and manufac- 
turers have turned to zinc, which al- 
though much softer, has been found to 
be the most suitable substitute. 

Order M-1l-b, issued Sept. 29, pro- 
hibited the use of zinc and manufac- 
turers were up against the proverbial 
stone wall. They are trying to meet 
fourth quarter quotas for key blanks by 
appealing the order, and are working 
toward the dropping of the restrictions. 
WPB officials believe that zinc will 
soon be allowed for key blanks. 

Meantime, although some brass is 
finding its way into key blanks, it is 
estimated that no substantial amounts 
will be available for about 8 months. 
This is due to the large amounts needed 
for shell cases, since steel cases have 
not been satisfactory in all instances. 

x ** 


WPB WILL SOON SET UP an 
electrical appliance distributers’ indus- 
try advisory committee. There has 
been a need for a committee of this 
kind to aid OCR and WPB in their 
present and postwar problems in re- 
gards to major and table appliances. 
Officials say the committee will be made 
up of wholesale, hardware and mail 
order distributers and the government 
presiding officer will probably be 
chosen from OCR’s Wholesale and Re- 
tail Trade Division. 

= 


THE REGULAR MEEETING of 
the Hardware Industry Advisory Com- 
mittee held in Washington on Oct. 20 
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was devoted to a general discussion of 
manpower, raw materials and general 
routine matters. 

No new proposals or orders were ad- 
vanced, and officials said that the next 
meeting would be devoted almost en- 
tirely to the manpower situation now 
affecting the industry. 

W. C. Habbersett, chief of the WPB 
Hardware and Small Tools Section, pre- 
sided. 

xk 

SINCE OPA HAS AN- 
NOUNCED that there are practically 
no bicycles available in the civilian 
stockpile, a check of what is being 
produced reveals that two manufac- 
turers are permitted to make about 
10,000 a month. Most of these go to 
the military services. 

xk 


ALTHOUGH THERE HAS 
BEEN ENOUGH STEEL to meet 
the requirements éf the hand tool in- 
dustry retailers may soon be faced with 
a shortage of certain types of tools be- 
cause of the critical situation in the 
tool handle industry. 

Contributing to the tool handle 
drought is the fact that equipment 
must be provided for export as well as 
for domestic uses according to WPB 
hardware officials. Large quantities of 
materials are required by the Office of 
Foreign Relief and Rehabilitation and 
the Office of Economic Warfare. This 
bears out the prediction made by 
Harpware Ace (Sept. 2, page 40) that 
relief operations would swallow large 
quantities of American tools. 

The metals situation in the hand tool 
industry is satisfactory. Approximately 
200,000 tons of steel have been returned 
by manufacturers during the fourth 
quarter of this year. 

Tool handle production is handi- 
capped by current price regulations; 
manpower in the logging industry; 
lack of shipping containers for odd 
size handles; as well as export needs. 








All of these problems were taken up 
at a recent meeting of the Tool Handle 
Advisory Committee, and it is hoped 
that a more equitable price formula will 
be worked out as a result of these meet- 
ings. 

WPB has also requested excess stocks 
of secondary aluminum for tool 
handles, but officials say it will be 
dificult to get aluminum for civilian 
manufacture, since it would require 
diverting essential manpower from war 
work. 

Cutting tools have been delivered in 
larger quantities recently and there is 
some indication that E-2-B will be re- 
vised to permit the sale of cutting tools 
on unrated orders. 

WPB is also contemplating issuing 
an order which would direct a portion 
of manufacturing facilities to the pro- 
duction of logging tools. Wholesalers 
have contended that present ratings are 
inadequate to secure deliveries of log- 
ging tools. 

e.- 2 

ALTHOUGH M-330 has been in- 
strumental in directing quantities of 
supplies to farm outlets industry pre- 
sentations indicate to WPB that the 
order has not been too effective in 
accelerating deliveries of farm supplies. 

The list of items set up in PR-19 is 
comprehensive, but deliveries of these 
items, under M-330, have not been ade- 
quate to meet retailers’ demands. It 
has been pointed out to WPB that in 
many instances farmers have been re- 
luctant to sign the certificate of neces- 
sity required by the order and retailers 
located on small communities are con- 
fused by the diversity of existing priori- 
ties regulations. 

nf ® 


THE OCR WHOLESALE AND 
RETAIL TRADE DIVISION, has 
recommended to the Treasury Procure- 
ment Division that certain harness 
stocks now in possession of the Ord- 
nance Department be declared surplus 
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and released for the use of civilians. 

If the harness is released the follow- 
ing plan for distribution has been sug- 
gested: 

1. The selling price would be deter- 
mined by Treasury Procurement. This 
price will be based upon an appraisal of 
the value of the stocks in question. 

2. Where the total of offers made ex- 
ceeds the quantity of available ma- 
terials, purchasers will receive a per- 
centage based on the number of sales 
consummated during a specified period. 

3. All offers must be accompanied by 
a disclosure of harness sales. 

It is reported that the demand for 
harnesses will exceed the available sup- 
ply by approximately 810,000 sets. 
Experiments are now being conducted 
to develop a harness webbing composed 
of synthetic leather. Results have been 
satisfactory, but production of this ma- 
terial is relatively small. Efforts are 
also being made by Smaller War 
Plants Corp. to increase the production 
of webbing. 

= *&:,% 

THE PROPOSED REGULA- 
FION which would set aside a per- 
centage of padlock production for 
civilian consumption has struck a snag. 
Surveys of the industry indicate that 
the larger producers, who account for 
most of the country’s output, have been 
filling only high rated orders for mili- 
tary needs, with little or none going to 
civilians. The smaller manufacturers 
are alloting a greater percentage than 
the order would specify, to civilians. 
Obviously, this would cut down sup- 
plies to civilians unless production 
could be stepped up in all factories. 

WPB officials are now working to- 
wards increased production. WPB also 
says that military and naval require- 
ments have decreased during recent 
months, which might make a greater 
number of locks available for civilian 
distribution. 

There is also a possibility that the 
coming revision of L-236 will make cer- 
tain stocks of zinc and _ secondary 
aluminum available for civilian lock 
production. 

The small production of night latches 
is not enough to meet the demand in 
congested industrial areas according to 
WPB reports. However, this situation 
does not approach the severity of the 
padlock problem. It is believed that 
present stocks are adequate although 
something will probably be done to 
implement production after padlocks 
are disposed of. 

2 2 


SELLERS OF HIDES, kips and 
calfskins may agree to sell these com- 
modities at prices to be increased to the 
maximum in effect at the time of de- 
livery, under Amendment 6 to RPS 9. 
It is provided, however, that no one 
may agree to sell at prices to be ad- 
justed upward after delivery, unless he 
is authorized to do so by OPA. The 
provisions are those of the standard 
OPA “adjusting pricing” clause which 
appears in most regulations. 
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DEALERS WHO EXPECTED 
TO BUY any of the 576,613 radio 
tubes, which WPB announced as being 
available on Oct. 8, had better plan on 
swinging their funds into other lines. 

The Navy Department has stepped in 
and claimed all of these tubes reliable 
sources report. WPB officials are re- 
luctant to confirm this publicly, but 
dealers who file application for any of 
these tubes will soon realize that the 
tubes aren’t available. 

However, there is a program under- 


civilian hands in mid-1944, The figure 
quoted to Harpware AcE runs into 
millions, but here again, as in so many 
cases manpower is the critical problem. 

Even if new production can’t put 
some tubes into dealer’s shelves Con- 
gressional investigations should have 
loosened up some of the excess Army 
equipment by mid-1944, It is reported 
that the Army has stocked heavily on 
all types of communications equipment. 
Some months ago they were forced to 
release a quantity of dry cell batteries 
which were deteriorating because of 





way in WPB which might get tubes into age. 
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liquid plant food 


KEM is a Year-Round Seller 


Although it’s a comparatively new item 
in your field—there’s a steady demand for 
this complete liquid plant food that means 
steady sales for you. And this demand 
increases as KEM users spread the good 
word and keep coming back for more! 


The reason is simple—here it is. Today 


leading garden authorities heartily rec- 
ommend regular plant feeding—and KEM 
provides the easiest, most effective way to 
do it! KEM can be used INDOORS right 
now—for house plants, aquatic plants and 
cut flowers. Then it can be used OUT- 
poors—for vegetables, flowers, lawns and 
shrubs—from early spring right through 
the growing season! 


You can get KEM for immediate sale—stock it now!. 
Cash in on the profit opportunities offered 
during the next few months. Then next spri 
vantage of the biggest demand for KEM! 


Attractive 
Free Display 
Material and 

Consumer 

Folders 
come with 
every case 





by Kem. Introduce it to your customers 
ng you'll be all prepared to take full ad- 





Consumer 

Size Packed rice 
4 oz. 74 to case $ .10 each 
12 oz. 24 to case -25 each 
Quart 12 to case -50 each 
Gallon 4 to case 1.00 each 








KEM-ICAL CORPORATION 


Oradell, New Jersey 


“KEM-FED PLANTS ALWAYS THRIVE” 


*Trademark, Patents Pending 











Display These Items for the Home 
During Late December 
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POTTERY, 
GLASSWARE, 
DINNERWARE 

WINDOW 


MERCHANDISE: 


Candle sticks, cream- 
ers and sugars, pat- 
terns of dinnerware. 
glass dish sets, glass- 
es, waffle sets, pot- 
tery vases, cookie 
jars, platters, pottery 
book ends, pottery 
decorative figures, 
earthenware coffee 
makers, tea pots, salt 
and pepper shakes. 
cruets. 


BACKGROUND: 


Center panel of yel- 
low pastel corru- 
gated board or paint- 
ed wallboard. Side 
panels of pink pastel. 
Cut - out letters in 
pastel green. 


HARDWARE AGE Original Window: Display IDEAS 
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BATHROOM 
EQUIPMENT 
WINDOW 


MERCHANDISE: 
Medicine cabinets. 
toilet seats, bath 
stools, toilet tissue, 
force cups, toilet bowl 
cleaner, cleaning 

tissue. 


GARBAGE CAN 
WINDOW 


MERCHANDISE: 
Garbage pails, gar- 
bage cans, ash cans. 
step - on garbage 
pails, composition 

garbage pails. 


BACKGROUND: 


Center panel of buff 

corrugated board or 

painted wallboard. 

Division strips of 

dark brown. Cut-out 

letters on panels in 
red 
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“pRACTICALLY every hardware 
wholesaler and many retail 
dealers have had contact with the 
Industrial and Hardware Supplies 
branch of the Wholesale and Retail 
Trades Division of WPB during the 
past two years. This particular 
branch has had the responsibility of 
passing on all PD-1X or the present 
WPB 547 applications for industrial 
and hardware supplies. 

The men responsible for the func- 
tioning of these branches have all 
had many years of experience in the 
wholesale and retail hardware fields. 

Herbert L. George. chief of the 
Hardware Section has spent 30 years 
in the wholesale hardware business. 
He was formerly with the Marshall- 
Wells Co., Portland, Ore. Howard 
E. Emmons, is assistant chief of this 
section and has more than 19 years’ 
experience in the wholesale hard- 
ware field. He was vice-president 
and director of sales at Emmons- 
Hawkins Hardware Co., Huntington, 
W. Va.. before coming to WPB. 

H. Norman Davies, chief of the 
Distribution Section has more than 
28 years of hardware experience to 
his credit. Before coming to WPB 
he was associated with Treman & 
King, Ithaca, N. Y. 

Senior analyst, Milford F. Snow 
boasts of more than 35 years in the 
hardware business. He was man- 
ager of the Frank B. Peck Co., 
Hornell, N. Y., before coming to the 
hardware section. 

Leon H. Brown, analyst, came to 
WPB from New England where he 
represented several manufacturers at 

one time, also traveled for Supplee- 
Biddle Hardware Co., Philadelphia, 
Pa., and Bigelow & Dowse Co., Bos- 
ton, Mass. He has had more than 
15 years’ experience in the hardware 
field. Analyst Edward A. Rose was 


(Continued on page 101) 
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Experienced Hardware Men Head WPB 
Industrial and Hardware Supplies Branch 


Personnel of the hardware and in- 
dustrial sections, Wholesale and Re- 
tail Trades Division, of the War 
Production Board. Left to right— 
front row: Howard E. Emmons, assis- 
tant chief; Milford F. Snow, senior 
analyst; W. Gordon May, associate 
analyst; John L. Finney. associate 
anaiyst, and Edward A. Rose, 
analyst. all of the Hardware Sec- 
tion. Second row: H. Norman Da- 
vies, chief, Distribution Section, and 
Edward P. Fluharty, analyst; Simeon 
R. Hill, associate analyst: and Leon 
H. Brown, analyst. all of the Hard- 
ware Section. Rear row: Walter E. 
Egerton, associate analyst; Frank J. 
Stekl, associate analyst; and Her- 
bert L. George, chief, all of the Hard- 
ware Section. 


* Your customers will want more fence next year. They’ll 
need it to help do that big food production job laid out 


for them. 


The big job here at Mid-States is still the production of 
vital war material. Yet, we believe that we will be able to 
supply more fence in 1944 than in 1943. 


Mid-States advertising in leading farm magazines is 
bearing this good news to your customers. 

What dependable Mid-States fence and barbed wire we 
do produce we shall continue to distribute equitably among 
Mid-States dealers. Use your quota wisely—to hold.old cus- 


tomers and win new ones. 


MID-STATES STEEL AND WIRE COMPANY + CRAWFORDSVILLE, INDIANA 


Barbed Wire « Steel Posts * Steel Braced Wood Gates « Blue 


Ribbon Bale Ties + 





and other steel products for the farm. 








x 
NOUS BAY 


Gasteators 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
part of war savings and “pent-up” buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and “repeat” busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


* A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully desiqned cabinets finished in 
porcelain enamel, “the lifetime finish.” 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 
¢ 
\ 
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Home Butchering Supplies Produce 
Fast Turnover and Build Traffic 


(Continued from page 52) 


marked improvement in the qual- 
ity of products and methods used 
for curing meat. Accordingly, this 
hardware firm carries nationally 
famous, specialized meat-curing 
products which sell readily and are 
profitably handled. Whenever the 
company is able to procure litera- 
ture on home butchering for its 
trade, such material is distributed 


over the counter, in outgoing pack- 
ages and sent out in the mails. 
“Butchering supplies sell other 
goods for us—goods that are even 
more profitable than the supplies,” 
says Glenn Bernard, an executive 
of Black & Co. “They bring peo- 
ple to our stores. The line is a 
business getter—a ringer up of 
dollars in the cash register; a 











This full-color poster, offered this year by The Enterprise Manufacturing Com- 

pany of Pa., stresses the necessity of eliminating waste. As in former years, 

it is offered free to dealers. The firm also offers its booklet “Butchering and 

Curing Meat on the Farm” containing 43 pvages of information on the subject 

of all phases of home butchering and care of the necessary equipment for 
10 cents per individual copy. 
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THE NAME THAT “RATES FIRST” 
WITH DAIRY FARMERS 


“Clean-Easy”... a name that is well-known to 
dairy farmers the country over . . .a name that 
has stood for out-standing quality for more than 
25 years. For today, and for post-war profits, it 
will pay you to keep in touch with “Clean-Easy” 
products. Clean-Easy milkers are now available in 
limited quantities for prompt delivery. 


Clean-Easy MILKERS 


TRACKSTER 
Popular with farmers 
who prefer an “over- 


head” milker. 








PORTABLE 
Incorporatés many new 
design improvements! 





write BEN H. ANDERSON MFG. CO. 


MADISON 3, WISCONSIN 


IN THE FIGHT 
100 PERCENT! 


OHIO,U.S.A. WE CONTINUE TO SERVE 
YOU — THROUGH UNCLE 
SAM, EXCLUSIVELY. OUR 
PRODUCTS ARE OF THE 
SAME HIGH QUALITY. 


AFTER VICTORY NEW 
TECHNICAL KNOWLEDGE 
AND EXPERIENCE WILL BE 
UTILIZED TO OFFER YOU 
EVEN FINER MERCHAN- 
DISE BY BARR. 



























Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 
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Monitor windmill doctors are on the job! Grateful 
farmers will never forget the service of Monitor deal- 
\ ers, who are repairing hundreds of disabled windmills. 

When the WPB authorized the emergency manufacture 
7 of repair parts for farm wells and windmills, Baker 
Manufacturing Company acted quickly to provide new 
replacement parts. Every facility of the company has 
been strained to supply windmill parts, pump repairs 
and cylinders. Every ounce of obtainable material has 
been utilized. The company will continue its round- 
the-clock efforts to meet as much of the demand as 
circumstances will permit. 

















; No ration certificate is required for windmill repair 

\ * parts, if it is specified that the parts replaced are 
worn out or damaged beyond repair. For complete 

details, write or wire your nearest Baker branch. 


; DISTRIBUTED BY 
D BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !a.; Cedor Rapids, la.; Omaha, Neb.; 
Konsos City, Mo.; Enid, Okla.; Hutchinson, Kan. 
AXTELL CO.; Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 


BAKER MFG.CO., EVANSVILLE, WIS, 
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MILWAUKEE 
WROT WASHERS 


ys rook ie 


® Standard Washers 

© S. A. E. Washers © 

© Riveting Washers 

® Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
® Carriage Washers 

© Brass Washers 


© Shakeproof Lock Washers 
® Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

© Screw Machine Products 
© Stampings 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 











yearly fill-in that has a quick turn- 
over and helps us to do a bigger 
and better business in other depart- 
ments of our stores. The hardware 
store is a natural outlet for the sale 
of butchering supplies and we 
never fail to make the most of the 
opportunity to stock, display and 
promote the sale of such goods.” 
Members of the sales staff ask 
if the farmers know anyone, either 
neighbors or those living elsewhere 
in the company’s trading area, 
whom they think might be inter- 
ested in butchering supplies. 
Usually names are freely given 
and then the prospective custom- 
ers are contacted in various ways. 


No Exaggeration 


Farmers ask many questions 
about butcher saws, cutlery. grind- 
ers, choppers, stuffers, etc., and the 
sales force courteously and intel- 


ligently answers the questions. 


Confidence building arguments are 





advanced to clinch sales without 
resorting to exaggerated claims. 


Give Valuable Advice 


As a means of winning greater 
respect from farmers, making them 
steady repeat customers, and show- 
ing them that the firm has their 
best interests at heart, sales clerks 
always take time out to give valu- 
able advice about the care of 
butchering tools. This is particu- 
larly important in these times of 
limited supplies of new equipment. 
Farmers are reminded that when 
cleaning their cutlery, they should 
use an oily cloth in order to give 
it a general all-over lubrication 
and thus keep it rust-free. This 
pointer ofttimes leads to the sale 
of oil and even cloths on which to 
put the oil. 

Farmers are told that when put- 
ting their implements away for the 
day they should be sure that the 
tools are dry or wiped with an 


Win? 
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B, creating the new DAZEY 
Senior Can Opener, a simpli- 
fied model of the famous 
DeLuxe, we are able to pro- 
duce a greater number of units 
from the restricted amount of 
critical material available. But 
even that quantity falls far 
short of satisfying the demand. 


We do promise you that when 
this war is over, DAZEY 
Kitchen Helps will be better 
than ever—in quality, work- 
manship and design. Mean- 
while, keep all DAZEY 
Kitchen Helps in operation 
by ordering the necessary re- 
pair parts. 


DAZEY CHURN and MFG. CO. | 


ST. LOUIS 


MISSOURI , | 


UIE ELEN AT, 
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cily cloth and not piled one on top 
of the other in such a manner that 
they will be scratched. Sharp edges 
can be dulled by rough contact 
with other implements or nicked or 
broken by severe and careless han- 
dling. 

As the Government's food pro- 
duction program will tax every 
available resource, it is up to farm- 
ers to produce more of everything 
that can be raised on the farm. 
This is particularly true of meat. 


_City folks have no pasture land, no 


facilities, have little or no knowl- 
edge of stock raising, and the 
slaughtering of livestock is out of 
question as far as they are con- 
cerned. The farmer must produce 
more home-grown, home-cured 
hams, bacon, corned beef, pork 
sausage, head cheese and such 
other meat as he can. And one 
thing is certain, he can provide a 
large variety of low cost, high 
quality home produced meats for 
his family. 


Concentrates on Line 


Black & Co. realizes that the sell- 
ing of butchering supplies puts the 
firm in an increasingly important 
field, in view of the food shortage 
and the Government’s encourage- 
ment to farmers to raise more live- 
stock. Consequently, the firm bears 
down heavily on the selling of this 
line, and looks upon it as a trump 
card in the pursuit of profits, even 
as it is a good will builder and a 
creator of store traffic. Sales work 
in the Black stores is done from 
the consumer’s angle and with the 
long term view always in mind. 
The company looks upon the farm- 
ers not as transients, but rather in 
the light that they are bigger and 
better business men than people 
realize. Their trade is cultivated 
by every fair means at the com- 
pany's disposal. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 66 
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Take Care of Your 
Store Equipment 


(Continued from page 93) 


is not in use and keep it covered. 


Electric Fans 


1—Portable fans, used for cool- 
ing and circulating 
should be stored for the winter 
months in most hardware stores. 

2—Clean thoroughly before put- 
ting them in storage. 

3—Cover with cloth 
made for this purpose or wrap the 
fan with heavy paper that will 
give it the necessary protection. 

4—Oil the fan mechanism fol- 
lowing manufacturer’s recommen- 
dations. 


covers 


5—Give fan a thorough exami- 
nation and note repairs that should 
be made. 

6—Order replacement parts and 
install before storing the fan. 

7—Tag fans to show where they 
were used in the store. This is 
essential if they are mounted on 
walls, 

8—Note on tags the size of the 
fan, type and manufacturer. 

9—Store fans 
place. 


in a dry, clean 


Experienced Hardware 
Men Head WPB 
Industrial and Hardware 
Supplies Branch 
(Continued from page 97) 


a retail hardware merchant before 
coming to WPB and spent 15 years 
in this business. Edward P. Fluharty 
has spent 10 years in the hardware 
business and came to WPB from 
Kennedy Hardware Co., builders’ 
hardware specialists, Wheeling, W. 
Va. 

Five associate analysts in this 
branch have had a total of more than 
66 years in the hardware business. 
W. Gordon May was in business for 
himself in Alexandria, Ind., before 


purposes, | 





coming to WPB. John L. Finney was | 


with Shapleigh Hardware Co., St. 
Louis, Mo.; Simeon R. Hill, was as- 
sistant manager of the Washington, 


D. C.. store of Sears Roebuck & Co.; | 
Walter E. Egerton has spent 17 years | 


in the hardware field, and Frank J. 
Stekl, was with Stekl Bros. Hard- 
ware Co., Fillmore. N. Y., before 
coming to WPB. 
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GOOD Yow spevatalle 
ITEMS FOR IMMEDIATE DELIVERY 


Made 
of 
SARAN 















SYNTHETIC 
PICTURE WIRE 


Ideal for Every Home 
WILL NOT RUST 


SYNTHETIC 
FISHING LEADER 


Knotless Leaders in Coils 
FULL STRENGTH — WET or DRY 
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Replenish your picture wire stock with this 
new plastic item—it will not rust and will 
not mar walls. Almost invisible! 


Wet or dry, this plastic fishing leader has 
full strength and ties evenly. It 
requires no soaking. 


if Your Jobber Cannot Supply You, Write to 


EDWARDS MFG. CO. ciicaco 16, ILL. 





















SEMI-FINISHED Wués 


The millions of TRIPLEX nuts sold 
by the hardware trade go into all 
sorts of applications. That is why 
we started years ago to make 
all semi-finished nuts of 
strong, tough steel with free 
running threads. 


TRIPLEX SCREW CO. 
5317 Grant Ave., Cleveland, O. 


i= 
Wy. 


CAP AND SET 


THREADED 
FASTENERS 


NUTS AND RIVETS 





SCREWS 
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Pacific Northwest Convention 





Left to right: Rex Price, president, Waterville, Wash.: E. G. Sutherlin, 
mayor, Spokane, Wash.;: Eric A. Johnston, president, Chamber of Com- 
merce of the United States, Spokane, Wash.; Alvin C. Vinther, retiring 
president, Spokane, Wash.; Hon. Arthur B. Langlie, Governor of Wash- 
ington; W. C. Raugust, past president, Odessa, Wash.; Harlan Payton. 
president, Spokane Chamber of Commerce; Edward P. Ryan, past 
president, board of regents, University of Washington. 


NAME & PLACE— Pacific 
Northwest Hardware and Implement 
Association, 40th annual convention, 
Nov. 8-9, 1943, at the Desert Hotel, 
Spokane, Wash. 

NEW OFFICERS — President 
Rex Price, Waterville, Wash., suc- 
ceeding Alvin C. Vinther, Spokane, 
Wash. New directors: Charles 
Heartburg, Craigmont, Ida.; Frank 


Dunlap, LaConner, Wash.; R. T. 
Strachen, Wallace, Ida. 

RESOLUTIONS — Endorsed 
the changes in general maximum 
price regulations as advocated by 
the National Retailers Alliance. 

ADDRESSES — The theme of 
the convention was “The Road 
Ahead.” 


The opening session was presided 





Wire of a thousand uses attrac- 
tively and conveniently packed 
in the familiar red and silver 
boxes. Units of “% lb., 2 Ib., 
and 1 Ib., also 5 Ib. packages. 
Wire sizes from .005” to .200” 
dia. 

At your local mill supply house or 
stocks in Worcester, Akron, At- 
lanta, Chicago, Los Angeles. 


rr 


JOHNSON STEEL & WIRE CO.INc. 


WORCESTER 1, MASSACHUSETTS 
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over by the association President 
Alvin C. Vinther, Spokane, who gave 
his customary address and report 
at that time. Don D. Stewart, secre- 
tary of the North Coast Hardware 
Association, Seattle, Wash., stressed 
that the post-war period with almost 
certain stiffer competition, will call 
not only for unity among the hard- 
ware men, but also their being more 
than “post war traders,”—they must 
modernize and be aggressive. 

Edward Penning, sales manager 
for W. P. Fuller & Company, Spo- 
kane, Wash., left the post-war theme 
to tell the present “Picture in Paint.” 
He explained that aside from the 
apparent needs for paint by all 
branches of the armed forces, paint 
has also gone to war in oils for food, 
—that is that much linseed and flax 
oil is going in lend-lease food ship- 
ments. “If the war ends tomorrow, 
it will still be a long time until lin- 
seed, oil supplies become normal.” 

Harlan Peyton, president of the 
Spokane Chamber of Commerce, 
gave a careful outline of the possi- 
bilities that promise the northwest 
dealers when the post-war period 
allows for the completion of the 
Columbia Basin project with its irri- 
gation of 1,250,000 acres and the 
possible establishment of 40,000 new 
homes thereon. He also explained 
the steps being taken to insure the 
continuance of the great light metals 
industry which the war has brought 
to Spokane. 

J. E. E. Royer, general manager 
and vice-president of the Washing- 
ton Water Power Company, stressed 
that the retailers should now be 
building up their contacts with those 
firms whose products they wish to 
sell in a post-war period when he 
said the pattern of relationship with 
the utilities would show the dealer 
selling the appliances, the utility 
using its efforts and advertising to 
boost electricity sales. 

Alvan Backman, department man- 
ager for Jensen-Byrd Company, 
wholesalers, Spokane, gave an out- 
line from a buyer’s viewpoint of 
what the supplies of various items 
will be in the months immediately 
ahead. 

Kenneth Paquin, Spokane, priori- 
ties director for Marshall-Wells 
Company, stressed the need for 
careful ordering complying with reg- 
ulations of the priorities system; 
W. O. Munsell of Portland, chair- 
man of the Board of Mitchell, Lewis 
& Staver Company, reviewed the 
problems of the farm machinery 
supply and of the implement deal- 
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HACK SAW BLADES 


Here’s the original, time-tested HY-FLEX 
BLADE . .. of a special analysis, mo- 
lybdenum steel as Forsherg produces it. 
Scientific heat treatment enables these 
Blades to give practically equal per- 
formance with high speed tungsten steel. 
They're gauged and checked for accuracy 
throughout every step of manufacture, 
and. given a tough bending pounds test 
before you get them for sale. If you 
want to promise long life on stubborn 
cutting Jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it. 


A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic and 
electrician. Adjustable for 8” to 12” 
Blades. There’s a complete line of 
WHALE BRAND Frames for every hack 
saw need. 
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ers. Mr. Munsell, interestingly 


enough attended the first meeting | 


of the northwest association forty 
years ago. 

New products, horizons and in- 
dustries will bring after the war a 
great merchandising opportunity, 
Hobart Thomas, director of service, 
National Retail Hardware Assn., 
Indianapolis, told the convention. 

Adhering to the post-war theme, 
Hon. Arthur B. Langlie, Governor 
of Washington, told the conven- 
tion that the population of the state 
of Washington has increased by 200,- 
000 since the war industries had 
been established. In addition to this, 
a half million military personnel are 
stationed within the state. 

The business sessions closed with 
a talk by a past president of 
the association, W. C. Raugust, of 


Odessa, Wash., who warned private | 
business of the danger that lurks in | 
the increasing growth of coopera- | 


tives. 

W. A. Wolf, chairman of the 
war board, United States depart- 
ment of agriculture at Pullman; 
and Dr. John Denwoodoe, WLB 
fieldman for the western states, out- 
lined necessary steps for securing 
farm machinery. 

At the banquet, when the room 
was crowded to capacity to hear Eric 
Johnston, president of the Chamber 
of Commerce of the United States, 
Mr. Vinther introduced the Govern- 
nor, who in turn introduced the pres- 
ident of the United States Chamber. 





Planned Displays Suggest 
Complete Stocks 


(Continued from page 55) 
while we were able to obtain these 
in good quantity but now the sup- 
ply is just about as tight as on 
many other lines.” 

Seasonal items are put on dis- 
play well in advance of the sea- 
son. These displays are carefully 
planned and well executed. The 
displays of available goods have 
been given much more space this 
year because display space has 
not been as tight as usual. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 66 
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Fine Tools 


by 


7 
A 44 
For SEVENTY-Five Years. . . 
the production of Fine Tools has 
been our one aim. Only such 
contin experience makes pos- 
sible the outstanding features 
and high quality found in 
Vaughan Tools, that result in 
more work—less fatigue—a war- 
time necessity. _ 
Vaughan’s complete line is 
found in every branch of industry 


today doing its job—and helping 
toward Victory tomorrow. 


Fine Tools Are Ammunition 
Today more than ever before—tools 
are playing a vital part in our war effort. 
Since Vaughan Tools are built of top 


+ quality vital metals, care should be 


wah 
Vorpencrue 


exercised to keep them 
in shape for important 
war work. 
Wt always pays to 
buy @ good tool! 


: nell 
push ANY 








And Still Available for Hardware Distribution 


Removes Dirt from Hands 


Hand cleaner which may be used by 
those whose work is such that their 
hands are covered with grime, paint, or 
grease that soap will not remove. Just 
remove excess grime with a cloth and 
pour a small amount of Klengon into the 
hand. Work into the hand and then 
rinse. Maker states that it will not chap 
hands, and that its sterilizing properties 
have a healing effect on cuts and 
scratches. Packaged in pint sizes with 
shaker top and in the gallon size for use 
in dispensers, Samuel Cabot Inc., 141 
Milk St., Boston, Mass. 


Klengo" 
Mana cise 


’” 





M.E.W.A. ‘ 
Booklet 


Entitled “She’s More Than Just A 
Freighter,” this 16-page booklet portrays 
the activities and special types of work 
the Automotive Wholesalers throughout 
the nation are doing in connection with 
the war effort on the home front. It 
is fully illustrated. It is introduced by 
a story of a freighter that was formerly 
just a freighter and is now carrying 
goods in a convoy to the battle fronts. 
The booklet tells the part the automo- 
tive industry plays in the army’s, navy’s, 
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and the vital war industries fight for 
victory. Motor & Equipment Whole- 
salers Association, 309 W. Jackson 
Blvd., Chicago, Ill. 


Phono Needles 


Permatone phono needles feature a 
“filter trap,” which has a highly polished, 
tempered surface. As it rides the groove, 
the maker states the shock is absorbed 
and scratches are reduced to an imper- 
ceptible degree. They have a non-cor- 
rosive tip to help minimize noises. De- 
signed to fit perfectly into the groove, 
they are said to prevent side-sway and 
eliminate vibration. On individual three- 
color cards they are easy to handle and 
display. Along with them Garod has 





produced display cards, 10 by 15 in. 
and consumer folders printed in three 
colors, these to be supplied with a kit 
of four display cards. Garod Radio 
Corp., 70 Washington St., Brooklyn 1, 
nN. 3. 


Flock and Broiler 
Feeders 


Flock feeder in which the trough is 
made of durable Masonite Presdwood, 
fastened to one-inch, solid redwood end 


boards. Bottom of the trough is held 
securely by a V-shaped strip of galvan- 
ized metal, and a strip of galvanized 
metal along the top edge forms a feed 
saver lip that serves as a reinforcement 
and is said to prevent the birds from 
billing feed on the floor. Redwood reel, 
prevents roosting and helps keep feed 
sanitary. Four-foot broiler feeder also 
has a Masonite Presdwood trough and 
Masonite ends with metal reinforced 
strips. This feeder also has the one-inch 
galvanized metal feed saver lip, redwood 
perch-proof reel, and sturdy redwood 
legs. Brower Mfg. Co., 290 North 3 St., 


Thomas Truck & Caster 
Catalog 


Contains over 500 illustrations that 
show trucks, superstructures, caster, etc. 
It includes much information along the 
line of basic material handling engi- 
neering. The “Job-Suited” theme is 
emphasized in the catalog. Thomas 
Truck & Caster Co., Mississippi River 
and K St., Keokuk, Iowa. 
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ARMSTRONG- BRAY 


STEFEGR'P Prompt deliveries 









(PREMAX) | Glenwood Range 
° e 
When Victory | 272 Heater 
Bungalow type combination of gas 


Comes, Premax range and circulating heater. Slightly 
Will Have | smalled than the pre-war ranges, it is 


NEW 
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both types! 




















| 
38 “4 a | } WIREGRIP Belt Hooks that can 
J * gl | be applied with any make lacing 
we | machines, have double (patented) 
“er aligning cards that hold hooks in 
i - perfect alignment, prevent han- 
Right — however, our en dling and card-end loss — every 
tire manufacturing facilities are hook saleable and usable. Made in 
devoted to building equipment said to have the same cooking and heat- . 
for the Armed Forces. As soon ing capacity. Has a large circulating- STEELGRIP Belt Lacing is applied 
. heat fire-box, with brick and iron lin- with a hammer. Comes in 8 sizes, 
as we return to normal consumer - . om l d sal in standard boxes, handy packages 
production, we will be back Ings, triangular grates, and a specia or long lengths for wide conveyor 
° indirect down-draft flue that the maker belts. Have 2-piece hinged rocker 
P on your counters with a new F el : sins 
h is P li b h states has increased the efficiency of the pins. 
ood, remax line, better than ever heating unit. Gas cooking section has Priority Business 
end before. four Hi-Low simmer-set top burners, —is waiting on belt lacing at local 
= one a giant size for extra capacity. The plants, and schools. 
| a Fz / v oven is completely insulated and is write for Cateles 
remax PrOQAQUCTS equipped with safety top oven racks. 
Divisi hi The broiler is a roll-out type with drop ARMSTRONG-BRAY & CO. 
ivision Cc isholm-Ryder Co., Inc. door, and Glenwood’s double-searing “The Belt Lacing People”’ 
4409 Highland Ave., Niagara Falls, N. Y. | pan. Constructed of steel and cast iron, 5348 Northwest Highway, Chicago, U.S.A. 
ore J 








with standard Glenwood porcelain fin- 
ish. It is 30 in. wide, and 37 in. high. 


=a / Or P 115 Glenwood eaten Mass. 
‘\\. 051 ma 


Catalogs 
4 RED - BLUE To supplement its 1944 increased pro- 
ST ay m-NG@eem@lom, duction program, the company had in powder form... just 
Re / / / ES, prepared General Catalog No. 43-V, mix with water aad 
Lal g £ which is a combination technical in- WILL NOT SHRINK use. Will not shrink. 
Se a alae meas | struction book and sales manual. The S AND STAYS piy Sticks and stays put. 
nang . STICKS AND STAYS PUT d 

entire line of Victor standard steel hack 1 
saw blades, Moly type blades, Class-A 
type blades, including both hand and 
. T R oO Yu oa E As T power blades. For each type blade, 
~ tables of working specifications are 
Fi il e Han d/l es given, and a special section is devoted | Sher adtiber ennai temiinds 


J mee Rigid to the Victor hack saw frame, with illus- | delivery on Durhom’s Rock-Hord 
d PATENTED“ =} Metal to trated instructions for its proper use | Woter Putty. Pocked twelve 1-1b. 
‘Metal > i i . | cons or four 4-Ib. cans to case. 

Ss ts to get best results in cutting various | Also eveileble in 25, 50 end 














(HERE'S WHAT \ 


FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 







































































r (Patented), assures better workman- metals, Is loose leaf type, 4 up to date 100-Ib drums for industrial users. 
| ship and safety to user. A favorite for data may be added, and is bound in | DONALD DURHAM CO. 
d © : 
h over 40 years. stiff-board covers. Victor Saw Works, | pes Meines lowe 
j TROY FILE WORKS | Inc., Middletown, N. Y. 
d Troy, Est. 1831. N. Y. | saad 
| American Steel & Wire 
You'll find REAL Customer Want List 

Prepared with a space for customers \ 
t Sales Representatives name, address, phone, items wanted, |< 
shui i what date, and there is also a column |\ toy C A t E me, 
advertising in the for other items the customer is inter- IN 
ested in. It has a hole in the top so | ESTABLISHED 1888 
Sales Accounts Wanted that it can be hung up, and the cover |\ 


F ri ; rs mS Priority required. Consult your jobber 
is printed in red and blue. American |X sip y 


Steel & Wire Co., Rockefeller Bldg., \ HANSON SCALE CO., Chicago 
Cleveland, Ohio. 
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HARDWARE 








Bi for the duration many mem- 
bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
pive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 
Wesupjest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - + - ILLINOIS 














A New 
BETTER BRAND 





see the 


HOME GUARD 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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Silex No-Cloth Filter 


The bowl can be washed without re- 
moving this filter, and it is said to be 
almost unbreakable. Made of white 





moldex, it will fit almost all makes of 
vacuum glass coffee makers. The 
maker states that it brews clear and 
clean coffee. Has a display carton that 
contains 12 individual packages, and is 
colored in silver, red, and blue. Dis- 
play has cut-out cover, in which the 
No-Cloth filter is placed for display. 
The Silex Co., Hartford, Conn. 


Plant Food 


Can be used for flowers, vegetables, 
lawns, house plants, and trees. Kem is 
said to contain the 11 elements that 
plants require in order to stay healthy. 
Kem is made in liquid form so that the 
roots of the plants can absorb it. It is 
diluted with water and then applied to 
the soil at the base of the plants, 
shrubs, etc. Maker states it can be 





used all year round. Available in 4 
ounce, 12 ounce, quart, and gallon sizes. 
Kem-ical Corp., Oradell, N. J. 














Stach 1 
dri-kleen 


for 
QUICK 
SALES 
& 
GREATER 
PROFITS 















Large Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
® Simple to use. @ Odorless, non-infammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. @ Restores 
original sparkle and brilliance to colors. @ Keeps 
hands smooth and soft. ¢ Amazingly economico! 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 

































DEALERS! yOBBERS! 
onder ved eee write Tedey, _ 
" ’ 
or Write Direct ee Etc. 









THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 10, Illinois 












Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


100 E. 42nd St, New York City 


@ 


a ti i a a 











HARDWAR=Z AGE 








































iis for 
5. im- 
-crys- 
sses, 
‘as 


LEEN 
mable, 
val fat, 
5 noth- 
estores 
Keeps 
omico! 


10ME 
(OME 
DENS 











WORK GLOVES 


ARE 


WAR GLOVES 





PROTECTING THE NATION’S HAND-POWER 


Gish Yorer Nhotesale> 





? 
‘ 


SUNSHINE 
, IS 


cHAMO 


MADE IN U.S A 


“ASK YOUR JQGB886R 
POR GUR EXTRA VALUE 
GEWEO PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 











Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 














NOVEMBER 25, 1943 


Spindle Sander 


Portable and vibrationless, the spin- 
dle sander sands any degree of bevel 
up to six inches in height. Can be used 





for grinding aluminum, masonite, brass, 
die-castings and sheet iron for tem- 
plates. Provided in a full range of sizes, 
34, 114, 2 and 3 in. Faces which blend 
gradually through different slopes at 
successive cross-sections can be sanded 
with this sander. Has large, highly 
polished table, 20 by 20 in., that tilts 
45 derees both ways. Two scribed in- 
dex lines show exact position for bev- 
eling, drafting patterns, and for core- 
box work. Crank case is said to be 
dust and leak-proof. Bearings are grease 
packed factory sealed. Boice-Crane Co., 
990 Central Ave., Toledo, Ohio. 





Clemson Bros. Catalog 


Star catalog No. 43-s contains techni- 
cal data on metal-sawing operations, 
together with practical suggestions for 
merchandising and sales promotion of 
the complete line of Star hack saw 
blades, frames, power saws, and band 
saws. All types of blades, including 
both hand and power blades are 
covered in the technical data. Several 
selling ideas are offered in the merchan- 
dising section for the dealers and dis- 
tributors. Bound in a stiff-board cover, 
the catalog is in loose leaf form. Clem- 
son Bros., Inc., Middletown, N. Y. 





Jigsaw Handbook 


Entitled “25 Jigsaw Projects,” it con- 
tains plans and instructions for making 
jigsaw furniture and novelties. Full 
directions, illustrations, and diagrams 
are included. Such things as tie rack 
and holder, shoe rack, magazine rack, 
whatnot shelf, and pipe rack are among 
those items one can make from direc- 
tions in this booklet. Has complete in- 
dex, and a page is devoted to other 
publications for craftsman. Science & 
Mechanics, 154 E. Erie St., Chicago 
11, Il. 

















USE WOODSCREWS 
IN CONCRETE? 
*It's EASY 


with PAINE 
WOODSCREW 
ANCHORS 


® Also for Fastenings 
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Wood Furring. 
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You simply place anchor in 
hole, insert woodscrew and 
tighten. No setting tool 
is needed. Anchor expands 
uniformly as screw is tight- 
ened to assure a firm fast- 
ening and a workmanlike 
job. Available on low pri- 
ority in a wide variety of Fig. 955 
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Fig. 950 
sizes. Fiber Type Lead Type 


Ask your Jobber and write for Catalog. 


THE PAINE CO. 


2963 Carroll Ave. Chicago 12, lil. 


Offices in Principal Cities 


erirtnTa 141149) 








KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 
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A COMPLETE LINE 
ASK 


TS Years Ryoulalion YOUR 
in Te Trade JOBBER 


AMERICAN SHEARER MFG. CO., wasnua, wu. 





PNEUMATIC CHISELS 


GUARANTEED 2 FOR 1 
OXFORD TOOL COMPANY 
G. G. CAMPBELL, Pres. 

1633 N. 2nd Street Philadelphia, Pa. 
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Coming Conventions and Events 


Corrected According to Latest Data 


Ace Hardware Corp. annual con- 
vention and exhibit, Jan. 17-19, 1944, at 
the Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago, IIL, is secretary. 

Bicycle Institute of America, 
Inc., annual meeting, Jan. 26, 1944, at 
the Roosevelt Hotel, New York City. 
With this organization are affiliated the 
Bicycle Manufacturers Ass’n of 
America, Cycle Parts and Accessories 
Ass’n, and the Cycle Jobbers Ass’n. 
Cecile Meehan, 122 East 42nd St., New 
York City, is executive secretary. 

California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16. 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
1944, at Indianapolis, Ind. Head- 
quarters and sessions at the Hotel 
Lincoln. G. F. Sheeley, 333 N. Penn- 
sylvania Ave., Indianapolis, Ind., is 
secretary. 

Iowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort. Philip 


R. Jacobson, Mason City, lowa, is sec- 
retary. 

Kentucky Hardware and Implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 
son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 

Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 


at Deshler-Wallick Hotel. John R. 
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SAY! WE 
STAR BLACKOUT 
ADS ARE 
SURE BEING 
SEEN / 


YOU BET/ 


WE MAKE 
244,000,000 
ADVERTISING 


IMPRESSIONS 





IW 1943 f 


Star blackout ads appear regularly in Collier's, Look, Liberty, This Week, 
Click, Country Gentleman and 51 other Monthly Magazines 
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Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 


Oklahoma Hardware and Implement 
Association, annual convention, Jan. 20- 
21, 1944, at Oklahoma City, Okla. 
Headquarters and sessions at the Skir- 
vin Hotel. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 
delphia, Pa. Headquarters and sessions 
at the Benjamin Franklin Hotel. Feb. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 


South Dakota Retail Hardware 
Association, annual convention, Jan. 26- 
27, 1944, at Sioux Falls, S. D. Head- 
quarters and sessions at the Cataract 
Hotel. Earl Erlandson, Cottonwood, 
S. D., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
managing director. 


Toy Manufacturers of the U.S.A., 
Inc., annual convention, Dec. 2, after- 
noon, Dec. 3, morning, Waldorf-Astoria 
Hotel, New York City. James L. Fri, 
managing director, 200 Fifth Ave., New 
Yeux, N.. ¥. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23. 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 17-19, 1944, at Kansas City, 
Mo. Headquarters and sessions at the 
Hotel President. Frank H. Spink, 322 
Scarrett Building, Kansas City, Mo., is 
secretary. 

West Virginia Hardware Associa- 
tion, annual convention, Feb. 7-8, 1944, 
at Parkersburg, W. Va. Headquarters 
and sessions at the Chancellor Hotel. 
Sam H. Diemer, Box 363, Fairmont, 
W. Va., is secretary. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 1-2, 
1944, at Milwaukee, Wis. Sessions at 
the Milwaukee Auditorium. H. A. 
Lewis, Stevens Point, Wis., is secretary- 
treasurer. 
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CRAFT! 


No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . . . and that’s why con- 


stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
. . GRAB IT! 


Address inquiries to Alfred Field & Co., 
sele distributors in Hardware Field, 93 
Chambers Street, N. Y. 





Get our deai for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 


A national “‘big push’’ in publications reaching the 


very people who buy from you .. . plus strong, 


compelling “Dealer Helps’’ and this handsome 

time-proved display cabinet containing ample stock 

“ these together make X-acto Knives with 8 

~ ey blade types PROFITABLE. Get 
acts ° 


DETACHABLE BLADE 
KNIVES... for HOBBYISTS 














ACUTE BENDS 
And Their Uses 


Forming wire in the extreme pat- 
tern shown above calls for a thor- 
ough knowledge of metals and 
metal “fatigue,” plus a long ex- 
perience in setting up difficult 
wire jobs. 

Because this happens to be our “forte,” 
we are able to supply for the armed 
forces items that would be prohibitive 
if made from the solid metal block .. . 
a substantial contribution to Victory 
that is very satisfying to us! 


M. S. BROOKS & SONS 


Since 1848 


"BROOKS HOOKS” 


NOVEMBER 25, 1943 


CHESTER, CONN. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Continued from page 85) 


1—Answer——Dealer should charge 


| 6 cents per lb. for nails. Add freight 


of 80 cents and advance over base 


| of 50 cents to base price of $2.90 to 


secure cost of 8d nails by the keg of 
$4.20. He desires a margin of 30 


| per cent therefore the cost of the 
| keg of nails of $4.20 equals 70 per | 


cent of the selling price. Divide 


| $4.20 by 70 to determine one per 
cent, then multiply by 100 to secure 


selling price of $6 for 100-lb. keg. 
2—Answer—Maximum total sal- 
ary expense should not exceed $5,- 
940 in this business. Sales of $36,- 
000 x 30 per cent margin equals 


| $10,800 dollar margin. Fifty-five per 





cent of this is $5,940, the maximum 
this business can spend for salary 
expense. 

3—Answer—Profits, 5 per cent; 
salary expense, 15 per cent; margin, 
30 per cent; other operating ex- 
penses, 10 per cent. 

4—Answer—Net margin on labor 
20 per cent. Because of losses due 
to unsold labor, the hourly rate 
realized on sales of labor is $1.35 
($1.50 less 10 per cent). Subtract- 
ing the cost of labor $1.08 from 
$1.35 the margin realized is 27 
cents. Divide this by $1.35 to secure 
20 per cent, the net margin. 

5—-Answer—Cost of goods sold 
$22,400. Add merchandise purchases 
$21,900 to inventory at first of year 
$9,500 to get total merchandise pur- 
chased and on hand, then subtract 
the inventory at the end of the year 
of $9,000 to secure the cost of the 


goods sold. 


What Every Businessman 


| Should Know About Congress 


(Continued from page 82) 


months in our national history. 
In communications to your con- 


| gressman, give him the benefit of 


your practical, business viewpoint. 


| Keep him informed of retail busi- 
| ness problems and trends. Offer 
| him suggestions. 


I believe that we can work out 


| our national problems, but I am 
| sure that, in the doing, congress | 


| SOLO PRODUCTS CORPORATION 


| 





and business men must cooperate 
in a thousand ways. 


(All Rights Reserved, Bartlett 
Service) 



















RIDSMEL TAKES THE ODOR OUI 
OF PAINT, VARNISH, ENAMEL 


Every season is open season for 
painting when Ridsmel is used. 25c 
size good for average apartment. 
Painters’ size, $1.00 . . . Sell Ridsmel 


to sell more paints, more brushes. 


COUNTER CARTON 
SELLS FOR YOU 
Sample order—3 doz. 
25e bottles, £5.40, 
F.0.B., New York 














os nn Maing ’ 


RODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %”" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


395 Fourth Avenue, New York 16, N. Y. 





109 




















| Chamsihied Adwentining Ratea | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... -o- 
All capitals, maximum, 50 words.. 5.00 
Each additional word .......-. .08 


Positions Wanted 


a Rate) set solid, maximum, 
WOES oc ccccccccccesccccccccs a 
0 


Allow Seven Words for K eyed Address or Your Address 
BOXED DISPLAY RATES 


GI sikindccas coctesecsccanceus $6.00 
Each additional inch......... 4.00 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or meney order, 
mot currency of stamps. 








IMPORTANT NOTICE TO 
“HELP WANTED” ADVERTISERS 


A regulation by the War Manpower Com 
mission requires that all “H Wanted” 
Classified advertisements must include the 


following statement: 
"Statement of Availability Required"’ 








Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











= 








BUYERS 


POWER TOOLS 
MecHANics HAND Toots 


National merchandising or- 
ganization has openings for 
power tool buyer and buy- 
er for mechanics’ hand 
tools, Excellent present 
and post-war opportuni- 
ties. Write full details, 


draft status, etc. Statement 
of availability required. 
Replies confidential. Ad- 
dress Box H-304, care of 
Hardware Age, 
42nd Street, 
City 17, N. Y. 


100 E. 
New York 








ALL PURPOSE METAL DURABLE NOZZLE 

Available without priorities, large Bnew ny all 
pur , non-adjustable nozzle. Suitable for 

Sel cate plants, general utility garden use and 

originally designed as fire protection unit. Im- 
mediate delivery. 

Address — Hose Equipment Company 

1978 Galbreth Road, Pasadena, Cal ia 











SPECIALTY LINES WANTED on commis- 
sion basis or will job hardware and affiliated 
trades. Address E F & C Sales, 16770 Patton 
Avenue, Detroit 19, Mich. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY EXPERI- 


ENCED SALES ORGANIZATION .. . BOS- 
TON SHOWROOM AND WAREHOUSE . 
DUN & BRADSTREET RATED . PLAN 


FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





HARDWARE CLERK WANTED BY ONE 
of the leading stores on Long Island, specializing 
in tools, hardware and housefurnishings. Must 
have pleasant personality and in good physical 
condition, not over 60 years old. State experience, 
references, salary, age, etc. Statement of avail- 
ability required. Apply by letter for appointment. 
Address Appleton Hardware Co., 91 South Main 
St., Freeport, N. Y. 





WANTED—POSITION AS MANAGER of 
hardware store or hardware and lumber business, 
prefer Central States. Have had 20 years’ expe- 
rience as manager of hardware and lumber busi- 
ness. Age 57, neither use tobacco nor liquor. 
Address Box H-303, care of Harpware Acz, 
100 E. 42nd Street, New York 17, N. Y 


4 





WANTED—TO BUY—a hardware and paint 
store, fair size stock of representative items. 
Prefer location — Northern New Jersey — West- 
chester County or Connecticut. Address Box 
H-302, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 


JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 

electrical supplies, paints, etc. od stock 
too large or too small for our considerati Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y 


MANUFACTURERS’ AGENT AND DiIS- 
TRIBUTORS of Building Specialties, long es- 
tablished in Northern California, desire additional 
lines for present and Post-war periods. Address 
Box H-305, care of Harpware Acz, 100 E. 42nd 
Street, New York City 17, N. Y. 


DISTRIBUTOR—lInterested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable i _ deliveries at present, interested in 
discussin: war representation. Address— 
—— L. Wolff 420 Lexington Ave., New York 

ity 


—s 





MANUFACTURER’S REPRESENTATIVES 
WANTED in all territories in the U. S. except 
the South and Southwest for popular hardware 
item, now available. Address Box H-296, care 
of Harpware - 100 E. 42nd Street, New 
York City 17, N. 





ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
yee a visit to New York City. 
o Priorities Necessary! Nationally- 
known noone in stock for immediate 
delivery! e largest and most com- 
plete aT gkinen in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical 
and hard to get items you may just 
be leoking fer. For additional in- 
2 write— 
Pe care of Ragowans AGE 
100 E. 42nd Street. York City 

















ATTENTION MANUFACTURERS: _DIS- 
TRIBUTORSHIP CONNECTION DESIRED 
for merchandise you can manufacture and ship 
tiow suitable for Hardware or Houseware Depart- 
ment trade. Organize to service Ohio, Indiana, 
Illinois, Michigan, Kentucky trade, Jobbers and 

e Dealers. Reference exchang: Reply to 
Box H-297, care of Harnpware Acez, 100 E. 
42nd Street, New York City 17, N 





WELL yon factory ee, 
carry stock and travel s 
are hardware, furniture, a ‘salsiqoeatien 
and plumbing dealers. If you want wide distribu- 
tion to all Gulf Coast States, write at once C & N 
Sales Co., 817 Poydras St., New Orleans, 
Louisiana. 
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INO HEAT NEEDED.............WITH FRANKLIN GLUE //| 


Seam OND Le { sy ES (FRANKLIN 
re 15 = Liquid Hide GLUE 


MAKES JOINTS STRONGER 
THAN WOOD ITSELF 

































WORKS" 
MIXING 
Les HEATING 
CHILLED 
JOINTS 
ies | SAMPL SOUS 





BUSIN NESS (ETTERHEAC 
THE FRANKLIN GLUE Co. 
Columbus, Ohio 



























BUY U 


BE SURE YOUR MEN) (/OR VICTORY vee sensss 
HAVE SAFE at ENT B for Defense gpa 























i . The “Triplex” 
Save a man’s neck—and he’s your friend for life! 


DUO-Safety SHOES will give him extra protection all Our more than 50 Years’ experience has given us the approval 
year ’round... at small cost! 


They fit standard ladder rails—and are safely used on all and recognition of the leading Architects and Builders as Manufac- 
ae earbit. Write for bulletin X-10! turers of Spring Hinges of Quality. We are proud of the fact thet 
Chicago Spring Hinges have been used for many .of our Country's 


DUO DUO-SAF ETY LADDER CORP. al war plants and for ships of our 8 
MAKERS OF INSTITUTIONAL & INDUSTRIAL LADDERS Chicago Sy Spring soe Co. 


Zihas? ~OSHKOSH, WISCONSIN, U. S. A. 
re CHICA U.S.A. NEW YORK 



























EASY TO BUY---STOCK--- SELL: 


DOOR-EASE Siainledd STICK LUBRICANT 


Add to your profits with this popular 10c item. Quick 
sales... sure repeats! No styles ... no seasons... no 
ohevieacence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 














IDDDIR-IEANSIE a 


STAINLESS STICK LUBRICANT 


NOVEMBER 25, 1943 


"More Power to You, 


Uncle Sam!” 


Bernard pliers and . 
other tools are serv- 
ing the Allies in 
every field of pro- 
duction and main- 


tenance. 


THE WM. SCHOLLHORN COMPANY 


Exclusive manufacturers of Bernard Parailel Action Tools 


P. O. BOX 1944, NEW HAVEN, CONN. 













& 


157 VARIETIES! 





Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send bluepri for estimate. 











For the Duration 
We'll have to Fill Civil- 
ian Orders by Priority 
Rating — and Through 
Jobbers Only 





CHICAGO LOCKS 


Give You 


“DOUBLE SECURITY” 


Remember — All CHICAGO Loeks — lock 
BOTH sides of Shackle .. . Selling this 
“Double Locking — Double Security” 
makes quicker, easier sales and wins 
Good Will. Chicago Locks are priced to 
enable yeu to meet Price Competition on 
a Quality Basis . . . Investigate ... 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, Ill. 














Genuit° DOMES 29 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


“40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 












Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chaire and all forniture 


Ask your Jobber SUPE rife 


DOMES of SILENCE, Inc., 35 Pear! St. NY 
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Qudex Ae Adwentinewn 


A 

Adirondack Chair Co. ......... 
Aen 6 Go, Mie, Sb. ...-+<. 
Allen Mfg. Co., Inc., Nashville, 

ee eae 
ee Chain & Cable Co., 
American Chain Div. .. 
American Fork & Hoe Co. .. 
American Grease Stick Co. .. 
ae Molded Products Sales 
American Shearer Mfg. Co. 
American Thermos Bottle Co. 
Ames Baldwin Wyoming Co. 
Anderson Mfg. Co.. Ben H. 
Armstrong-Bray & Co. ... 


| Auteyre Co. .......00.- 











Baker Mfg. Co. 

Barr Rubber Prod. Co. 
Berea Abrasives ..... 
Boss Mfg. Co. ..... 
Brooks © Sons, M. S. 


Cc 
Camillus Cutlery Ce 
Central Tool Co. ...... 
Century Metalcraft Corp. 
Champion Hardware Co. 
Chicago Lock Co. ..... 
Chicago Spring Hinge Co. 
Chisholm-Ryder Co. ..... 
Cleveland Chain & Mfg. Co. 
Cleveland Cooperative Stove Co. 
Columbian Rope Co. 
Columbus-McKinnon ‘Chain Corp. 
Coolerator Co. ....... 


.Coughlan Co., G. N. .. 


Crescent Tool Co. 
Cyclone Fence 


D 

Dazey Churn & Mfg. Co. 
Disston & Sons, Inc., Henry 
Domes of Silence ...... 
Dri-Kleen Company .. 
Duo-Safety Ladder Corp. 
Durasol Chemical Co. . 
Durham Co., Donald ... 


E 
Economaster Products Co. 
Edwards Mfg. Co. ..... 
Electro-Line Fence Co. . 
Enterprise Mfg. Co. of Pa. 


F 
Fairmount Tool & Forging Co 
Farrell Cheek Steel Co. 
Flint & Walling Mfg. Co., Inc. 
Forsberg Mfg. Co 
Franklin Glue Co. 


SG 
Glenwood Range Co. 
Greenlee Too! Co. 


Hanson Scale Co. 

Hazard Insulated Wire Wks 
Heller Bros. Co. 

Hodell Chain Company 

Holley Chemical Co. 

Hoppe, Inc., Frank A. 

Hoyt & Worthen Tanning Corp. 


| 
Independent Lock Co. 
Ingersoll Steel & Disc Div., Borg- 
Warner Corp. 


J 
Jacuzzi Brothers, Inc. 
Jennings Mfg. Co., Russell 
Johnson Steel & Wire Co 


Kampa Mfg. Co. 

Kem-ical Corp. 

Keystone Brass & Rubber Co. 
Klein & Sons, Mathias 


L 
Lamson & Sessions 
Larson Co., Chas. O. 
Leyse Alurninum Co. 
Lindemann, A. J., & Hoverson Co. 
Lloyd Products Co. 
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Master Lock Co. . + 
Master Metal Products, “Inc. 
Mayes Bros. Tool Co., Inc. a» 
McGill Metal Products Co. . 
McKee Glass Co. ........... 
Mid-States Steel & Wire Co. 
Miller, Inc.. Robert E. , 
Milwaukee Lace hg Co. 
Myers & Bro. Co., F. E. 


National Mfg. Co. 
National Screw & ws sel Co. 
Nicholson File Co. .... 
Norton Lasier Co. 


° 
Okonite Co., The . 
Ott Mfg. Co., Joe . 
Oxford Tool Co 


Paine Co., The ny 

Patterson- Sargent Co. 

Pearl-Wick Corp. 

Phoenix Mfg. Co. 

Pittsburgh Plate Glass Co., (Penn. 
vernon Div.) .. ; 

Porter, Inc., H. oe ... et 

Premax Products Div. ...... 

Puritan Cordage Mills, Inc. 


R 
Raybestos Manhattan, Inc. (Indus- 
trial Sales Div.) . 
Remington Arms Co.. Inc. .. 
Research Prod. Corp. 


Rinehart's, Dr., ay Hog Hold- 
| 


er Co. 
Royal Electric Co. ie co 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


Sammann Co., Harold P. 
Sand's Level & Tool Co. 
Savogran Co. .... 

Schaiz Mfg. Co. ; 
Schollhorn Company, Wm. 
Shapleigh Hardware Co. 
Simonds Saw & Steel Co. 
Smith, Inc., Landon P. . 
Soilicide Laboratories 

Solo Products Corp. . 

Sonora Radio & Television Corp. 
Southington Hdwe. Mfg. hanced 
Stanley Tools ... yd 

Star Safety Rozor Co. 

Berne: Carp. .. ...6.csece. 
Sunlite Mfg. Company, The 
Swift & Co. "'Vigoro Div." 


Tennessee Enamel Mfg. Co. 
Tennessee Valley Associates 
Textile Mills ‘ 

Toxite Laboratories . 
Trico Fuse Mfg. Co. 
Triplex Screw Co. 

Troy File Works 


Union Hardware Co. 

United States want ees 
(Weldwood Div.) 

United States Steel Co. .. 

Utica Drop Forge & Tool Co. 


Vv 
Vaughan & Bushnell Mfg. Co. 


Warren Tool Corp. 

Weather Seal Co. . 

Weaver Pres-Kloth Co. 

Whitlock Supply Co. ........ 
Witt Cornice Co., The ..... 
Woodenware Products Corp. 
Wooster Brush Co. ......... 
Wright Steel & Wire Co., G. W. 
Wrought Washer Mfg. Co. 


x 
X-Acto Crescent Products Co 


Y 
Yale & Towne Mfg. Co. 
Youngstown Manufacturing, Inc. 
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i l * oa — MASONS 
_— a) £ 5 i — ae 
ee ere ORIGINATED 1896 ane oenu ey, 
MAYES GUARANTEES ACCU RACY, SERVICE A 
ASK YOUR DEALER “AND DURABILITY > era 


° mayes toots MAYES BROS.TOOL MANUFACTURING CO., Inc. Poss Auta Micu. 


















































































; if KILLS 
115 
x ABC RUBGUM CLEANER Bed Bugs 
This powerful dis- 
For Wallpaper @ infectant also kills 
69 Eraser Gum Coated on Flexible Board, blue bugs, fleas, ticks, cattle lice, termites, 
a Looks Like Sandpaper. roaches, ants and similar pests. 
No Grit — No Abrasive — Even a Child Can Use lh. Something to Sell When the Going is Tough! 
Packet of Four Cleaners Sells for 10 Cents. 6 Doz. Nationally advertised — widely distributed — 
7 Packs in a Box. Good Profit—Repeat Item. Satisfied customers in all parts of the country 
. _—— -_ ! ‘ sult of years of successful use in homes 
1 Send for FREE SAMPLES — Jobbers Protected. =A std an teen, Die panel elaine 
n- i helps control diseases. 
ee ee ;TOXITE LABORATORIES 
105 77 Traverse St., Boston ° 
n OPER, UNees BOX B CHESTERTOWN, MARYLAND 
4 
83 
5! 
él 
d- 
113 
8 
& 
87 
F f oe A NAME THAT GUARANTEES 
113 eA 
; : : SUPERIOR QUAL 
: ITY 
116 
90 
114 
: BRIGHT WIRE GOODS 
109 
53 
ny 83 " 
E CHAS. 0. LARSON CO. STERLING, ILLINOIS 
32 
25 
75 
HERE'S a Guns Are in Style N 
‘ uns Are in Style Now 
7 LABOR 
i and so is HOPPE’S No. 9 
101 
1s bac ore wor days and in both war and 
eace Hoppe's No. 9 gets the call with 
67 both soldier and sportsman because it al- 
rp S ° ‘ ° 
4 One man holds largest hog Mee ae _ r 7 gt ps : Page 
20 | —for ringing, vaccinating, castrat- a. oe ike call and priority of the 
ing, etc. One end for large hogs, one trade too because it always gets the 
for pigs. Worth - ween, Bi L xq consumer demand. Get the full facts— 
103 to farmers short of help. Durable Cee whe 
good for a lifetime. Order Today from your jobber—or from us. 
for quick profit! FRANK A. HOPPE, Inc. 
hi oe, nueuaer's wt Oe eae 2314A North 8th St. Philadelphia 33, Pa. 
107 
70 
105 
2 Pp 
99 
” (0H Ask Your Jobber! —-~. 
THE SAVOGRAN CO. [anos 
3 | Dan ree india Wharf, Boston, Mass. ey 
C 18 
NOVEMBER 25. 1943 








AUTOYRE 


MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% IN WAR PRODUCTION 


THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 








Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 

It is cross-rolled to give an in- 
terlocking, mesh-grain structure, 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices on 


and you offer ' 
the finest | | INGERSOLL SHOVELS 


“A Borg-Warner Product” 


a Address Dept. H.A. 
M ster Jock Company INGERSOLL STEEL & DISC DIVISION 


Worlds Leading Fadlock Manupgucturers Borg-Warner Corporation, New Castile, Ind. 


MILWAUKEE. WIS., U.S.A. 






















No. 678—24”, 26”, 28”, 30”°x2%”x1%4” I Plumb, 1 Level, No. 118—24”, 26”, 28”, 30” x 2%” x 1%” 2 Plumbs, 
Round Top Sight, Protected glasses. Weight 1% Ibs. 2 Levels, Protected glasses. Weight 1%” lbs. 








CHAIRS 


Many Styles 








COLORTOP 






FOLDING CHAIRS FUSES 
TABLET ARMCHAIRS THE COLOR TELLS THE SIZE 
DON'T turn ALWAYS py 
down chair in- 
quiries, 
WRITE US for 


prices and de- 
tails. 

PROMPT SHIP- 
MENT out of 
New York stock or direct from 
factory. 

State whether priority is available. 


ADIRONDACK cuair company 


Corner, 1140 BROADWAY, NEW YORK 1, N. Y. 


en } 
“‘Plus-Values’’ make satisfied customers. 
5 unit carton sells 5 fuses at a time — 
— 7 color display box reminds them 


iy. 
Ask your Jobber for COLORTOPS 














Draw People to Your Store—With Good Window Displays 


New goods and seasonable merchandise arranged attractively Hardware Age is constantly striving to help retail hardware 
in your store windows always make people stop, look and dealers locate the newest and best merchandise in all lines 


usually BUY. For New Goods and timely window displays con- 
sult each issue of Hardware Age. You are reasonably sure to of Hardware. And continually reproducing good window dis 


find something of real interest. Because— plays made by progressive dealers for your help and guidance. 














HARDWARE AGE,100 East 42nd Street, New York City 


RodDevil ¥ 


There are mo substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH Inc. Irvington New Jersey, U. S. A 
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HARDWARE 


GUARDS THE 
HOME FRONT 














Why the Hardware Man 
must stay on the job! 


What’s new in Europe, Alaska and in the South Pacific makes 
the headlines. However, the workers in faithful, daily service on 
our home front should receive a full measure of recognition, for 
their contribution to the war effort as well. 

Witness the Hardware Man. 

He’s the fellow who makes the national program of conserva- 
tion work so successfully. Without him supplying the screws, 
nuts, bolts and many other needed items, and quite often the 
brains, thousands of small, yet necessary maintenance and repair 
jobs in and around the home and the farm would be left undone. 

Thus, if the conservation program is to continue, the Hardware 
Man must have sufficient stocks allocated to him for such im- 


portant needs—and—heralded or not—he must stay on the job! 
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_ THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 





















WE are deeply moved by the many 


messages, and expressions of 
good will and friendship, received on 
the occasion of our 





100 MUNNIVERSARY 


ie 


Although unable to answer them all, 
we want you to know that we are 
sincerely grateful. 


The same Policies of Quality Merchandise 

and Fair dealing, that have won friends 

during the last 100 Years, will be faith- 
fully adhered to in the Future. 
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OUR EMBLEMS OF QUALITY IN TOOLS AND CUTLERY 
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SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 














Shapleigh National Series Number 2416 








